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‘Now's the Time 
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NATIONAL 
Is the Line 


\Ve're getting our share of thunder and lightning storms right 
now. The equinoctial rains are just ahead—they arrive in 
early fall. Then comes the period when delinquent barn own- 
ers, those who have been procrastinating for several months, 
suddenly come to a full realization that the old barn doors 
won't last another winter—and that they require new hangers 
and braced rail to guard the crops and stock against the heavy 
snow and sleet of winter. 


Consequently from now on you will find a brisk demand for hangers 
and rail and this demand will continue steady until after the first heavy 
snow. Are you planning to get this business? If so, how’s your stock ? 
You can stock the National line to great advantage. It is complete, 
well-known, and reasonably priced. The set illustrated is our famous 
3ig 4 Hanger and Braced Rail. 

It is built entirely of steel with anti-friction steel roller bearings 
which make it easy running. Made just rigid enough to take up any 
vibration and prevent rattling—just flexible enough to prevent damage 
to the door should anything bump against it. 

Moreover, two studs, together with a hook which turns under the rail, 
prevent the hanger from jumping the track. 

Thousands of dozen pairs of Big 4 Hangers are in daily service every- 
where. Thousands more are being added to the total yearly. 


Our dealer proposition is attractive—we supply you direct. 
May we outline it for you? 





National Mfg. Co. 


STERLING, ILL. 
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A Hardware Pilerim at the Tercentenary 


The landing of the Pilgrims 
is being celebrated at Ply- 
mouth, Mass., during the 
months of July and August. 
Llew Soule “covered” this 
beautiful and historical pa- 


, 








gyeant for HARDWARE AGE and 
the readers are given an op- 
portunity im this 
read, at first hand, a 
interesting account of 
epoch-making episode 


issue to 
most 
this 











Historic Plymouth, Mass., Stages Spectacular 
Pageant Commemorating the Landing of the 
Pilgrims—Inspiration from Our Forefathers 


HIS is not a hardware story. 

It is not even. remotely con- 
nected with business as we 
view it today. It deals with a sub- 
ject above trade—a subject dear to 
the hearts of all true Americans— 
the Pilgrim Fathers. 


Way back in 1620 a group of| 


hardy adventurers imbued with a 


By LLEwW S. SOULE 


desire to worship God in their own 
way, steered their little ship May- 
flower into the peaceful harbor of 
Ptymouth and founded what we call 
America. Their footprints on Ply- 
mouth Rock made history and gave 
to that water-washed stone some- 
thing which hallowed it. 

What a welcome those old Pilgrim 
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forefathers of ours met. Low-lying 
shores, desolate stretches of sand, 
dense forests and a stillness broken 
only by the cry of the wolves, or the 
moccasined tread of stealthy savages. 
Plymouth of three hundred years 
ago held no reputation for welcoming 
ranger guests, 


But it is different today. Just a 
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It was a great moment in the lives of these sturdy people when land was sighted from the deck of the Mayflower 


few days ago I visited historic Ply- 
tmouth to feast my eyes on the won- 
derful pageant which the people of 
the town, the state and the nation 
have joined hands in presenting to 
the Pilgrims of 1921. I have reveled 
in Pilgrim history, walked the paths 
trod by Captain John Smith, drank 
at the spring where Miles Standish 
quenched his thirst and roamed at 
will over ground rich in memories 
of Bradford and Brewster. I have 
even sat in a house where walls once 
resounded to the voices of those Pil- 
grims long since dust. I have seen 


a great spectacle, termed the Pilgrim 
Spirit, which took me back three 
centuries and introduced me to my 
forebears. I have come away with 
pleasant memories of a quaint but 
progressive town, stamped with a 
character which those centuries have 
failed to efface. 
A Pageant That Inspires 

The Pageant which Plymouth is 
presenting during July and August 
would be wonderful, even without its 
historic atmosphere and_ environ- 
ment. It is still more wonderful as 


staged in the shadows of Plymouth 
Rock and Burial Hill. With a cast 
of more than a thousand citizens of 
Plymouth and vicinity, many of 
whom trace their lineage back to 
Mayflower stock, the Pilgrim spirit 
presents a spectacle the equal of any 
ever staged in New York’s famous 
Hippodrome. 

I came into Boston in the evening 
and the next day motored to Ply- 
mouth. For several hours we 
searched out the history once dinned 
into our more or less unwilling ears 
in the old school days. We visited 














Drawing up of charters and laws of course was the commencement of the little colony. Government, they determined 
to put first 
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But their religious duties were considered sacred and armed against the savage they worshipped devoutly 


the Hospitality Club built by the 
Plymouth Cordage Co., as its contri- 
bution to the Tercentenary observ- 
ances, and studied the Mayflower 
relics of Pilgrim Hall. 

Out in the bay floated the replica 
of the Mayflower looking strangely 
out of place, in contrast with the 
general carnival spirit ashore. Then 
as the shades of evening drew near 
we purchased our tickets and found 
our seats in the huge grand stands 
facing the bay. 

It was a stage such as few actors 
ever see. A big level stretch of 
sandy ground, flanked by tiers of 
seats, and stretching down to the 
water’s edge. Back of the seats were 


two huge batteries of searchlights 
that flooded the natural stage with 
light at will. In the near foreground 
was a famous orchestra, and a 
trained chorus of three hundred 
voices, 

Gradually the seats filled, darkness 
“ame and all at once a hush fell 
over the crowd of spectators. From 
down near the water’s edge came a 
voice from the Rock—a prayer for 
Pilgrims old and new. The voice 
died away and the orchestra broke 
into the strains of music specially 
composed for the event. Then came 
several hours of  enthralment— 
hours when ancient heroes and hero- 
ines lived again, illustrating dramat- 


ically the growth, meaning and in- 
fluence of those ideas which inspired 
the Pilgrim Fathers. 
The 
A beam of light shot out over the 
field in front, and we saw a strange 
boat gliding along the shore of the 
Bay, its sides lined with bright col- 
ored shields. We were back in 1000 
A. D. and the Norsemen were coming 
to raid a new country. Out of the 
shadows at the side came three 
groups of fur clad Indians bearing 
canoes on their shoulders. Suddenly 
they stopped, listened, dropped their 
light canoes and stealthily approached 
the bay. A moment later thev broke 


Norsemen’s Arrival 
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Sometimes disputes arose and trials were necessary. Severe punishment 


ftly followed every conviction 
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and ran hurriedly back, hiding under 
the overturned canoes. Quickly the 
fair haired Norse warriors disem- 
barked and followed, dragging the 
frightened savages from their shel- 
ters and putting them to death. One 
only escaped and disappeared in the 
darkness. The Norsemen confiscated 
the canoes and started back to their 
boat. Again out of the darkness came 
a band of armed Indians, ready to 
attack. The Norse warriors formed 
in a circle, their shields forming a 
veritable wall which turned the 
savage arrows harmlessly away. The 
Indians saw the futility of attack and 
withdrew; the Norse warriors slowly 
departed with their booty. We 
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mingling of French, Scotch and 
English, bishops, pages, officers, sol- 
diers and ladies of noble birth. From 
the lips of King James we heard 
words that boded ill to the Puritan 
petitioners. We saw the Pilgrims 
gathered before the Post Office in 
Scrooby, Pilgrim men, women and 
children, deciding on their future 
course. Later we met them on the 
East coast of England preparing to 
leave for Holland and saw their 
hopes temporarily dashed by an Eng- 
lish sheriff. 


The Departure From Holland 


Then the scene shifted to far oft 
Holland, and a march of the old 
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town, Cape Cod. 

Then came the landing at Ply. 
mouth, with Mary Chilton the first 
woman to step on Plymouth Rock, 
according to tradition, and with 
Governor Carver and Elder Brewster 
well to the front as the band landed, 

Later we witnessed the signing of 
the Indian treaty with Massassoit 
and the return of the Mayflower in 
April of 1621. We saw the new 
Colonists, Oldham’s followers from 
the ship of Gorges, and viewed the 
trial of Lyford and Oldham. 

I can’t tell you all of it. 
were dozens of wonderful scenes 
enacted with a _ beauty, accuracy 
and spirit, seen but once in a life 


There 














A general view of the big pageant on parade at Plymouth. Flags and guidons mark the various little 


breathed a sigh of relief as the lights 
were dimmed again. 

From that time on scene followed 
scene in rapid succession. Pilgrim 
faces became as familiar to me as 
those of hardware merchants. We 
Saw the Puritans at the source, in 
a scene laid near Sturton-le-Steeple, 
England, and again in Fleet Prison, 
London, where Henry Barrow and 
John Greenwood were martyrs to the 
cause. We saw Puritans again near 
Scrooby, England, presenting a pe- 
tition to King James, for freedom 
to worship as they chose. It was 
a wonderful scene presenting a 


Pilgrims 


Dutch Cities of Charity with their 
quaintly costumed  burgomasters, 
justices, torch bearers and citizens. 
The Puritans were happy in Holland, 
but again circumstances turned them 
to Pilgrims and to their momentous 
decision to sail for the new world. 
We saw them depart leaving friends 
and relatives behind bound for the 
very spot we now occupied. 

Again the scene shifted and we 
viewed the pilgrims on board the 
Mayflower off Cape Cod, signing 
their famous compact in the ship’s 
cabin. We followed them as they 
sighted land, and again at Province- 


groups of 


time. Vaguely I see it again now. 
Shadowy forms on nature’s own 
stage—gay costumes and drab; In- 
dians and people from foreign lands, 
Puritans and Pilgrims. Early his- 
tory of America is clearer to me now 
and more real since I saw this mas- 
terful interpretation of George P. 
Baker’s “The Pilgrim Spirit.” I 
wish every hardwareman in this 
country might have shared _ its 
pleasures with me. Better still, ! 
wish every American boy and gir 
might study Pilgrim history at first 
hand from Plymouth’s Pageant of 
Light. 








The Plymouth Cordage Hospitality Club 


O story of the Plymouth 
N Pageant would be complete 
without some mention of the 
Hospitality Club, which is the Ply- 
mouth Cordage Company’s contribu- 
tion to the Tercentenary observances. 
It is a beautiful building, archi- 
tecturally in keeping with the spirit 
of the Pageant and the progress 


Interior of the Hospitality Club of the Plymouth Cordage Co. 
57 


of the Plymouth Cordage Company. 

In this beautiful structure, open 
house is maintained at all times, 
both the building and its facilities 
being freely extended to Tercen- 
tenary visitors. It is the first 
stop of the 1921 Pilgrims and 
one which cannot fail to make 
their Plymouth visit more than or- 


dinarily comfortable and interesting. 

The main floor is ideally fitted for 
the comfort and convenience of the 
visiting public. There is a spacious 
main room or lobby, with registra- 
tion booth, lounging and smoking 
rooms for men, and tastily decorated 
rooms for the fair sex, where visit- 
ing ladies may rest, read, or write to 


Every visitor to the Tercentenary is welcome 
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The men’s smoking room with its quaint chairs and other furniture was thoroughly enjoyed 


friends at home. Here the tourist 
may check his baggage, remove the 
stains of travel, or utilize the tele- 
phone service to his heart’s content. 
There are well appointed writing 
rooms supplied with stationery and 
picture post cards, enabling visitors 
to send out personal messages from 
historic Plymouth. In fact nothing 
is lacking to make it truly a Hospi- 
tality Club. 


On the upper floor is a large audi- 
torium with a seating capacity of 
600 persons where daily exhibitions 
of a motion picture film depicting 
the cordage industry, are held for 
the entertainment of the many 
guests. 

In the basement is a unique and 
decidedly interesting commercial ex- 
hibit for hardware men and other 
handlers or users of rope. Here the 


manufacture of rope and_ binder 
twines may be observed under the 
best of conditions. Several rope and 
twine mechanics are to be seen in 
actual operation, and this novelty 
feature of the exhibit is educational 
as well as interesting. At the same 
time, through an exceptionally fine 
photographic display, the principal 
rope usages in all lines of industry 
throughout the country are _ illus- 


The women’s rest room is complete to a detail and comfortable in every respect 
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trated. In addition there are several 
glass cases in which are shown odd 
and interesting articles from the 
ecuntries from which sisal fibre and 
manila hemp are obtained. One can 
spend several profitable hours in 
this exhibit room going over the 
various photographs and exhibits. 
At the same time he can gain a first 
hand knowledge of rope making from 
the raw fiber to the finished product. 

At the close of the Tercentenary 
period this building will become the 
Plymouth Cordage Community 
Building, and will be used as a Com- 
munity Club for the employees of 
the Company. 


Atkinson Quoted 


R. J. Atkinson, director of the Na- 
tional Retail Hardware Association, sec- 
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mand, which is a_ standard economic 
principle that is centuries old. 

“The same law will apply to falling 
prices. As factories which have been 
making goods for war purposes again 
enter the commercial field there will 
be an abundant supply and the makers 
will bid against one another for the 
market, instead of the buyers doing the 
bidding. This will reduce prices. It 
is to be hoped that this condition will 
ke gradual for the good of all con- 
cerned. In certain parts of the coun- 
try where the drop has been extreme- 
ly fast and sudden it has paralyzed 
industry. It has been worse than high 
prices because it has resulted in wide- 
spread unemployment. 

“During the war we advised our cus- 
tomers to buy what goods they needed 
and to buy carefully. The same advice 
is good now, for both customers and 
dealers alike. Buy, but buy carefully.” 


of Mr. How. “Besides being a keen 
business man he was a humanitarian, 
a lover of children. 

“Mr. How force 
and built up an enormous business for 
his firm in a comparatively short time. 
Outside of his business he took a great 
interest in all humane subjects and all 
kinds of charities. During the war he 
was one of the city’s most active men 
in Red Cross work and a great help 
to the local society not only with his 
personal help but also his financial as- 
sistance. 

“No object that was worthy of 
sistance was turned down by him if 
he was asked for help. It was not 
necessary in most cases to ask his as- 
sistance for any worthy object. He in- 
variably saw the need first and was one 
of the leaders of the cause. He took 
a great interest in all civic work. He 


was a tremendous 


as- 
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In the basement is a commercial exhibit where the manufacture of rope is explained by competent cordage workers 


ond vice-president of the New York 
State Retail Hardware Association, a 
director of both the Brooklyn and Met- 
ropolitan Hardware Associations, and 
a prominent hardware dealer in Brook- 
lyn, N. Y., recently made the following 
Statement in a Brooklyn newspaper 
which has attracted considerable at- 
tention in the local hardware trade. 

“There is no mistaking the fact that 
most people are looking for a decline 
in prices on all goods. 

“Prices have been too high. War con- 
ditions have been mainly responsible 
for the increase. Other factors have 
been labor, transportation, rents, etc. 

“When goods were scarce there was 
active bidding for their possession. 
This, of course, was only the natural 
action of the law of supply and de- 


Benjamin W. How Dead 

Funeral services for the late Ben- 
jamin Willis How of the Kelley-How- 
Thomson Co., Duluth, Minn., who died 
at his home, 1632 East First Street, 
July 17, after a long illness, were held 
at his residence, July 20. Dean E. W. 
Couper of Trinity Cathedral presided. 
The interment was at Lakewood Cem- 
etery, Minneapolis. 

“Benjamin Willis How 
the Northwest’s brightest and 
business men, a man whom this com 
munity will miss for a long time and 
whom every man who knew him will 
grieve that he is gone,” said A. C. 
Weiss, former publisher of The Duluth 
“Herald” and an intimate acquaintanc: 


one of 
ablest 


was 


was modest and retiring, shunning pub- 
licity for any of his work.” 


Blumberg Sails 


William L. Blumberg, president of 
the hardware jobbing firm of W. L. 
Blumberg & Co., 31 Warren Street, 
New York, sails August 6 for Europe. 
Mr. Blumberg expects to be away about 
six weeks during which time he will 
visit Germany, Austria, France and 
England for the purpose of studying 
industrial conditions and establishing 
relations with certain foreign manufac- 
turing interests for the purpose of tak- 
ing over the American agency. Mr. 
Blumberg also expects to bring back 
with him a large assortment of foreign- 
made hardware. 





The Growing Demand for Indoor Toys 


Besides Roller Skates and Tops the Season for 









All Sorts of Blocks and Indoor Toys Will Soon 
Be On—Getting Ready for the Fall Business 


ROM nearly every quarter of 
the United States reports are 
coming in that business in 

general has improved to a marked 
degree over what was to be expected 
and that from now on every hardware 
retailer in the land can look for bet- 
ter business conditions than have ob- 
tained during the past few months. 
Every real merchant will hail the 
fall and September with loud acclaim 
and will do battle with more heart 
than he has heretofore put into his 
work because there is every indica- 
tion that that much sought after 
condition, “normalcy” is about to be 
actually realized. 

Another most interesting condition 
that has been reported is that in most 
sections the toy business of the re- 
tailer has been better this summer 
than previous summers. It has in 
some instances been the business 
saver for the merchant. When people 


The toy business is on the 

up turn just at this particu- 

- lar season and hardware men 

should get ready for the 

stocking of fall toys of all 

kinds. This article speaks 

particularly about plans for 
fall business. 


MMM 


failed to buy the other lines, toys 
have stood out as always saleable. 

There are many reasons for this. 
The first is that there will always be 
children as long as there is a world 
to live in and every child has a long- 
ing for playthings. Parents will 
usually see that the children’s whims 
are gratified somehow, and the result 
has been the sale of toys in every 
month of the year. 

Birthdays have always been a 
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This young lady has her own doll and completely furnished doll house. 
for hardware merchants 


An idea 


60 


strong factor in deciding whether 
the child should have a new toy of 
some kind or not. Every child has a 
birthday, it must be remembered, and 
these birthdays do not come at 
Christmas time exclusively. Every 
day in the year means a birthday for 
some kid, and this means the selling 
of several toys. 

Vacation time, when the children 
have been free from the irksome 
duties of school, has added also to the 
selling of toys. Every boy has wanted 
some sort of a wheel toy and every 
girl has wanted a doll or a doll house. 
In fact, as you can see by the illus- 
tration accompanying this article, 
this Boston girl has a completely fur- 
nished doll house as well as the doll. 
Here is a thought for the merchant 
who handles toy furniture. The sell- 
ing of completely furnished doll 
houses when the doll has been sold 
means good profits and big advertis- 
ing value. 


Twins With Twins 


Another picture that is shown 
herewith shows twins who have twin 
dolls. Two little girls with but a 
single thought and that thought for 
their twin dollies. 

Dolls in a hardware store are not 
uncommon at all. Ernst Hardware 
Co., Seattle, Wash., have a good-sized 
doll department and have done well 
in the sale of these toys. Other 
stores in the United States have 
made money selling dolls and most of 
them claim that it is not the money 
but the good will obtained that they 
value most. The dolls bring in both 
men and women and new customers 
are made in this way. Also the cus- 
tomers of the future are the dolly 
owners of to-day. The girl who takes 
care of a dolly now will be interested 
in a washing machine dolly within a 
very few years. 

But to look into the present, in- 
stead of reflecting upon the past is 
what must be done now. Schools 
everywhere will be opening in Sep 
tember. When I was a boy and when 
you were a boy, the opening of school 
meant the opening of the top and the 
roller skating season. Every boy 
wants a top and a good one, and 
nearly every boy wants roller skates. 
He will still use his wheel toys for 
several months and it is too early to 
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Pretty twins with pretty dolls, also twins, ready for 


think about Christmas, but it is not 
too early to get ready for the top and 
roller skate rus’. 


The Indoor Toys 


Nor is it too early to think about 
the indoor toys. Educational blocks 
for the children who are just begin- 
ning school, building blocks for the 
children a trifle older, construction 
toys for the boy who has reached the 
age when he is interested in build- 
ing, tool chests for boys who are in- 
clined in that direction, and in fact 
all the way up through all the ages 
are toys that can be enjoyed indoors. 

Every merchant can put on a fal) 


campaign for toys and send out an 
appeal to every child in the town. 
He should have in stock something 
that is of benefit and something that 
can be of keen interest to the child 
mind. 

The toy, that has brought the mer- 
chant through the summer months 
of light business, should be plugged 
just as hard now for the fall busi- 
ness when things will be brighter 
and should not be left until Christ- 
mas. There are so many things to 
sell before the holidays that hard- 
ware men should make special efforts 
to clean the shelves before the holi- 
days arrive. 


Plans for Save the Surface 


“The fall plans are not sufficiently 
definite to be announced,” said Arthur 
M. East, when asked about the 
Save the Surface Campaign. ‘“How- 
ever, I want to take this opportunity 
of expressing through you my keen 
pleasure in coming into this work with 
its wonderful possibilities. 

“Wherever I have inquired about the 
Save the Surface Campaign from out- 
side sources, they have invariably ex- 
pressed the opinion that it is economi- 
cally sound and the best conducted co- 
Operative campaign of any so far 
launched in the United States. 

“To educate the public in an imper: 
sonal and impartial way in the fact 
that their own selfish interest requires 
the use of more paint and varnish than 
18 now being used, is, as I understand 


it, the purpose of the Save the Surface 
Campaign. There is nothing to be sold 
except that conviction. The interests 
of all, the dealer, painter, jobber, man- 
ufacturer and producer of raw ma- 
terials which go into paint and varnish 
products, are being very definitely 
served by the effective prosecution of 
the campaign. 

“To be successful this work must 
increase the consumption of paint and 
varnish and thereby benefit all thos« 
who depend upon this business for a 
livelihood. 

“The Save the Surface Campaign 
Headquarters is working for all of 
these interests, including the manufac- 
turers and distributors of raw ma 
terials, and it is significant that each 
group is increasingly contributing t 


a long sail : 
the support of the movement. The 
memoers of the advisory committee 


are giving unstintingly of their time, 
but that, with the help of one cam- 
paign manager and a small office force 
at Campaign Headquarters, cannot ac- 
complish much without the hearty co- 
operation of every factor in the in- 
dustry. 

“In addition to financial support, the 
manufacturers, jobbers and dealers can 
very materially aid by using the slogan 
on all of their display advertising and 
literature. Speakers are needed to 
carry the message to meetings of job- 
bers, dealers and painters. Enthusiasm 


for conducting city and county-wide 
campaigns can be aroused. From the 
correspondence received and reception 
that has been given me by the men 
with whom I have already come in 


contact, I anticipate that this interest 
and hearty co-operation will be forth- 
coming. 

“T would also like to have manufac- 
turers, salesmen, jobbers, dealers and 
painters when in Philadelphia feel 
to use our office as their headquarters. 
I should appreciate the friendly inter- 
est of a personal call.” 


tree 


Westchester Dinner. 


Aug. 17 


Westchester County Hardware Deal- 
ers Association will hold its annual 
shore dinner at Beach Hill Inn, Rye 


Beach, N. Y., Wednesday, August 17. 
J. H. Kruger, secretary of the asso- 
‘jation, says that special plans are be- 
ng carried out so that the 1921 dinner 
will be one of the most memorable 
n the organization’s history. 





Roping Sales Without Tying Up Profits 


What Cordage Will Do for You and the Many Ways 






That It Is Used—The History of Rope and Kindred 
Lines .and How It Applies to the Hardware Man 


HAT could be more ordinary 


\ \ or prosaic than a coil of 
rope on a rope reel in a 
hardware store? What can offer 


less to the imagination of.the dealer 
than this round and seemingly end- 
less coil? Should we not just as soon 
think of working up enthusiasm 
over a keg of nails? We never give 
it very much thought, even in this 
best selling season of the year, do 
we—now honestly? 

How is it made? 

How many uses can it be put to? 

Ordinary as it is, just stretch your 
imagination a bit and picture a 
world suddenly deprived of every bit 
of rope, cord, twine and string and 
then try to figure out how we would 
manage during even the first twenty- 
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for wrapping and shipping purposes ; 
we cut this same twine a dozen times 
a day, and use the cord a hundred or 
more times, and yet they come to 
our immediate attention only when 
they need replacing. 


The Inspiration of Poets 


Prosaic as is the subject of rope, 
it afforded enough of real active in- 
terest to inspire Longfellow’s ‘The 
topewalk,” as he once stood near the 
spinners’ wheels, listening to their 
whirr and hum. The poet tells of « 
number of interesting events of life, 
taking us quickly from childhood to 
old age in his differeat word pictures, 
as he unfolds the varying uses of 
rope which came to his fancy, stand- 
ing there on the ropewalk. 

















During the haying season 


four hours. If we included wire 
eable and all other devices for fasten- 
ing, tying, pulling, hauling and hoist- 
ing, I fancy that many of our busiest 
industries would very suddenly cease 
operation for the time being. 

If we admit that we do not give 
much sales impetus to rope, the rea- 
80n is probably simple enough. We 
seldom give more than a _ passing 
thought to the little things of our 
daily life which we accept almost as 
a matter of fact and let it go at that. 
As hardware men, we would be 


pretty hard hit, if we suddenly found 
ourselves without any twine or cord 





a great deal of rope is used 


If rope was worthy of the passing 
thought of the poet, does it not 
surely merit much more of our at- 
tention when it forms one of the 
staple items of the hardware stock 
and one which runs into considerable 
money in a short time, at to-day’s 
prices? 

Now, what about the origin of 
rope? 

Investigators tell us that the use 
of rope dates back further than any 
authentic records show us. In the 
earliest times, it is probable that 
strips of hide, withes of tough wood 
and other handy substances served 
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as cords or lines, and later needs 
brought later developments as 
stronger cords were required. These 
may have been formed by twisting 
several of these single strands to- 
gether; we do not know much of 
anything definite about these early 
cords, but it is certain from draw- 
ings and from carved pictures that 
both civilized and savage peoples of 
ancient times were familiar with the 
use of some kind of cord or rope. 
Egyptian drawings, made in the 
time of the Pharaoh of the Exodus, 
show very clearly the process of 
thong making, and if we would still 
question its early use, how can we 
account for their manner of moving 
the massive stone used in construc- 
tion at that period? 

A drawing on a drinking cup in 
the collection of the British Museum 
shows an Attic sailing ship of the 
sixth century, B. C., on which the 
use of rope to fasten sails is very 
plain. 

Sculptures and paintings of the 
Greeks and Romans show us that 
these nations, too, made use of rope, 
and it is mentioned several times by 
the early historians. 

It is not the purpose of the writer 
to go into the history and develop- 
ment of the rope industry, as we 
hardwaremen are naturally more in- 
terested in the selling end of the busi- 
ness. 

The preceding paragraphs briefly 
tell us that our common, ordinary 
rope has a long line of ancestors, 
dating back almost to the foundation 
of things. It has proven useful to 
man in past ages and will doubtless 
prove equally useful in the ages to 
come. 

The Different Ropes to Sell 

Like everything else in the hard- 
ware store, the sale of rope is not 
going to increase very rapidly if it is 
given no more publicity and display 
than the proverbial candle which was 
hid beneath a bushel. 

We find that some dealers sell rope 
by the pound and some by the foot. 
In either event, the printed schedule 
is a very handy thing for rapid cal- 
culation of size and weight. If this 
card is tacked near the rope reels, it 
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It is not a hard 

matter to dress 

the window at- 

tractively with 
rope 


is possible to make an approximate 
figure on any length, even in the case 
of selling by the pound. 

Haying season is now here, and 
much rope will be sold in connection 
with harvesting this important crop. 
In hay rope we are fully convinced 
that the best is cheapest for our cus- 
tomers and a_ thousandfold safer, 
considering the great strain to which 
it is subjected when hoisting up a 
load into the barn from the hay rig- 
ging outside. 

Along the line of displaying hay 
fork rope, the writer knows of two 
prominent rope concerns who gladly 
furnish window cards and posters, 
canvas and pasteboard signs, ready- 
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made dealer electros and a particu- 
larly interest-drawing display of raw 
manila fiber with a descriptive card 
beneath, telling that this is the prod- 
uct of the wild banana plant. This 
sample of raw fiber is worth display- 
ing in a prominent place in the store 
near the rope reels, for it is a hand- 
some thing and draws plenty of atten- 
tion from customers, whether or not 
they are immediately interested in 
the purchase of rope. 

Summer time suggests hammocks, 
outdoor porch swings, and these will 
require rope or chain to hang them. 


Rope for Amusements 


In the country home-made rope 
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swings with board seats are popular 
and they require a good length of 
fair-sized rope of the best quality. 
Often the suggestion of pleasing the 
youngster at home will strike the 
farmer just right when he comes into 
your store to buy a milk pail or dairy 
brush or anything else far removed 
from the thought of rope. 

Halter rope, leads and tie ropes 
are always good; they are not in the 
least seasonable merchandise. Chain 
halters, calf and bull chains go hand 
in hand with this part of the hard- 
ware rope stock. 

But if rope is the leading member 
of the family, it isn’t fair to neglect 
the lesser relatives just because they 


8 


; Most manufac- 


bes j turers will 
help you. This 
window from 


Vonnegut 

Hardware Co., 

l nd ianapolis, 
Ind. 
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aren’t so big and prominent. What 
about the thousands of sash cord 
clothes lines doing business for in- 
dustrious housewives throughout the 
country, and this does not take into 
account the numberless windows 
which are raised and lowered every 
day with its aid? 

What about the cotton, manila and 
braided clothes lines—aren’t they en- 
titled to some consideration as being 
relatives in good standing? 

The ocean, the rivers, lakes and 
canals are all side-partners of the 
hardware man whose store is located 
in their vicinity, as the shipping, sail- 
ing and fishing industries require no 
end of rope. Among this class is 
fisherman’s cable, wheel rope, towline 
and seine cord. Packing and oakum 
will probably be found in his stock, 
too, in the same manner that cotton 
waste is a steady seller in the gen- 
eral hardware stock. 

The Cordage Youngsters 

A last word about those little chaps 
who do so much fastening and bind- 
ing—the youngsters of this rope 
family—the twines. 
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Every bundle has to be tied in every 
hay field 


Boosting Business by Preventing Fire 
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These youngsters, whom we may 
call Jute, Cotton, Flax, India, Wool 
and Hardware, never seem to grow 
up, but they surely do a grown-up’s 
work just the same, in fastening 
packages, bales, bundles, sacks and 
bags. Sometimes they are even 
garbed with nasturtiums and sweet 
pea vines in the summer and so lose 
some of their commonplace purpose 
in the world. Anyhow, they have 
their place in the hardware store, 
and with their parents, the manilas, 
in all of their daily binding, stretch- 
ing, pulling and hauling, when they 
leave the hardware man, they say a 
cheerful good-bye, amid a tinkling of 
coins and a crumpling of bills. 


Large Du Pont Paint Reducttion 


A substantial reduction in the price 
of prepared house paints has been made 
by the Paint and Varnish Division of 
E. I. du Pont de Nemours & Co. This 
reduction, which will be 50c. per gal- 
lon on whites and 40c. per gallon on 
colors, will become effective August 1. 
At the same time a reduction of %e. 
per pound will be made in DuPont 
white lead in oil, “Harrison Brand.” 
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The Towner Hardware Co., Muskegon, Mich., recently helped in the fire prevention week demonstration by dressing 
the window as shown above. 


The window was not only instructive but had a telling effect upon their own business 





















| Beating Back 





to Better Business 

















O. R. Smith of the Moto-Meter Co., Decides to 





Investigate Conditions and He Finds That Things 


Are Better Than Could Have Been Hoped For 


46 PAS everyone resigned to this 
H so-called business depres- 
sion?” “Has every dealer 
succumbed to the demoralizing 
propaganda of some bogy man?” 
“Are the demagogues of pessimism 
in power?” These are the questions 
0. R. Smith asked himself within the 
Solitary sanctity of his private office 
in the advertising department of the 
Moto-Meter Co., Inc., Long Island 
City, N. Y. Being the manager of 
this department, he naturally had to 
have a private office and it was here 
that he mused aloud on alleged condi- 
tions that to him seemed entirely 
false. 
There was something wrong some- 
where. He was sure of it. Over in 


Jersey City more than one and a half 
million in the coin of the realm had 
been turned into one ticket box so 
that 90,000 fight fans could witness 
Dempsey - Carpentier 


the combat. 





And the tickets were not cheap. 
Those who were not going expressed 
regret. Those who hesitated in the 
purchase of tickets found that all the 
good locations were taken. Why did 
everyone want to go to this sporting 
event? How did all this money come 
to be spent when seemingly intelli- 
gent business men in all lines loudly 
proclaimed that “things were rot- 
ten?” Smith thought of the reform 
leagues and even wondered if it were 
the animal nature in brutal man com- 
ing to the surface. But no, it couldn’t 
be that, because people of refinement 

cultured folk from all walks of life 
—were present. 

Deliberately he pondered and slow 
ly but surely the solution came into 
his mind. “That fight was SOLD tv 
the public!” He said it so loud that it 
caught in the ear of the New Eng 
land salesman whv happened to be 
passing the door. Being a real sale 
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word 
“SOLD” seemed to give him unde- 


man, the emphasis on the 
niable right to enter the private 


office of the advertising manager. 
How the Fight Was Sold 


“What was SOLD to the public?” 
inquired the intruder. “Oh! hello,” 
said Smith. “did you hear me?” He 
then set about to tell the salesman 
from New England of his thoughts 
on business conditions, and in very 
decisive tones explained the success 
of the recent world’s championship 
bout. “That fight was actually sold,” 
he started. “ ‘Brain against brawn’ 
was on the tip of everyone’s tongue. 
The war records of each contestant 
were fully aired and subjected to 
varied comment. Life histories and 
ring records were in the daily papers. 
One was the idol of Europe and the 
other the American champion. 

The peculiarities, individual falla- 
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cies and foibles of each were made 
well known to the public. The pro- 
moter of the fight had many cities 
clamoring for the fight. When Jer- 
sey City was selected the Chamber of 
Commerce in that city influenced 
local hotels, papers and _ business 
houses to cater to the fight fans who 
would surely leave money in Jersey 
City. The papers were full of fight 
news. 

Another point was that each fighter 
was without a peer in respective 
territories and classes, and the match 
was played up because of its interna- 
tional aspect. 

“Oh, the fight was sold all right,” 
agreed the salesman, “but what about 
Moto-Meters ?” 

Smith went on to say that if busi- 
ness houses would promote their in- 
terests and push their products the 
way the fight was put over, resulting 
profits would show what the fight had 
to do with Motor-Meters and busi- 
ness. 

An Investigation Trip 

“T’ll tell you what we will do,” said 
the advertising manager; “‘you cover 
your territory in a car. When you 
leave New York I will go with you 
and together we will get to the bot- 
tom of this situation. New Eng 
landers have always been credited 
with honest consciences, so the deal- 
ers up there should tell the truth.” 

So it was arranged and the two left 
for near-by New England towns a 
few days later. 

Before tackling the dealer for his 
views, Smith sized up the general ap- 
pearances of the town, noting its ap- 
parent population, its industries, the 
rumber of cars parked in the streets, 
the density of motor traffic and the 
degree of activity all about the town. 

Then he would visit the dealers 
and talk “turkey.” As a rule he 
found the dealer optimistic for the 
future but resigned to “depression” 
for the present. Needless to say any 
item the dealer mentioned as moving 
slowly was found to have been the 
subject of only passive sales methods. 
Wherever Moto-Meters, tires or any 
worth while accessory had been prop- 
erly merchandised, with good win- 
dow displays, circular letters, local 
advertisements, demonstrations and 
direct sales appeal—well, that item 
was sold and sold in good quantities. 

It was the same story everywhere. 
Lines that the dealer pushed he sold. 
Items left to sell themselves reclined 
peacefully on the shelves. 

Smith and his companion found no 
bread lines. Farms looked prosper- 
ous and crops bore every indication 
of being large and profitable. 

In the industrial centers excessive 
help hired for war needs at high 
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wages was being laid off. In the 
rural districts farm operators were 
finding difficulty in getting sufficient 
help. The only detectable trouble 
was. laziness. Where people were 
working they prospered. If they 
were not working—well, they really 
didn’t deserve to prosper and they 
didn’t. 

In his trip Smith called on both 
jobbers and retailers and he returned 
with a genuine feeling of satisfac- 
tion that if the proper application 
were made business would continue 
and increase steadily. 

Though he investigated the entire 
accessory field, he was naturally in- 
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Instead of waiting for 
Business to Pick Up, Go out 
and pick it up yourself. Dol- 
lars are waiting to be claimed 
by someone and it is up to 
you to stake the claim before 
some other “currency pros- 
pector” beats you to it. 


HUTT Ce UCC eC ee Pee li 
terested particularly in Moto-Meters. 
In one town he came across a win- 
dow that he thought was exactly 
what a good window should be. 

Though giving emphasis to one 
particular product, this window is 
flanked with an entirely different 
product. The main theme is the use 
of the Moto-Meter, though tires are 
on each side. This window is good 
because it brings out one point and 
also has a suggestion for other needs 
without a window full of meaning- 
less junk. 

The show cards stggest “Your 
car deserves one” and that the dealer 
will make the installation of the 
Moto-Meter if purchased there. 

It certainly looks as if it were 
time to get busy. 


Distributors of Herbrand 
Products 


John H. Graham & Co., 113 Chambers 
Street, New York City, has taken over 
the complete line of the Herbrand Co., 
Fremont, Ohio, in Montana, Wyoming, 
Colorado, New Mexico, Nevada, Ari- 
zona, Utah, Idaho, Washington, Oregon, 
California, New York, New Jersey, 
Pennsylvania, Kentucky, Maryland, Del- 
aware, Virginia, West Virginia and the 
District of Columbia (excepting United 
States Government business here) also 
within the following cities, Columbus, 
Dayton, Cincinnati, Portsmouth, Chilli- 
cothe, Ohio; Richmond and Evansville, 
Indiana. This arrangement is also to 
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cover all foreign business in South 
America, Cuba, Porto Rico, Australia, 
New Zealand, South Africa, China, 
Japan, Philippine Islands, Hawaii, and 
such other domestic or foreign terri- 
tory as may later be agreed upon. 
John A. Graham & Co. also carry a 
complete stock of tools for the New 
York “pick-up” trade and small towns 
nearby. 

The Herbrand Co. maintains its own 
branch at 324 W. Washington Street, 
Chicago, which is in charge of A. C, 
Gropp. 

The W. Oldenburger Co., Hurt Bldg,, 
Atlanta, Ga., has the Southern terri- 
tory, consisting of: North Carolina, 
South Carolina, Georgia, Florida, Ten- 
nessee, Alabama, Texas, Mississippi, 
Louisiana, Oklahoma and Arkansas. 

Richardson & Bureau, 55 St. Francis: 
Xavier Street, Montreal, P. Q., has the 
Canadian territory. 


Winchester Buys Read Store 


The Winchester Co., New Haven, 
Conn., has purchased the capital stock 
of the Wm. Read & Sons Co., Inc., Bos- 
ton, sporting and athletic goods, doing 
business at 364 Washington Street. 
The Read company, which is one of the 
oldest of its kind in the country, re 
cently publicly announced it was in 
financial difficulties. J. B. Read will 
be vice-president and general manager 
of the company and the general per- 
sonnel will remain as heretofore, but a 
Winchester Co. official will be made 
president. According to present plans, 
the Winchester Company’s store at the 
corner of Tremont and West streets, 
Boston, will be operated under the 
name of Wm. Read & Sons Co., as will 
the original Read store on Washington 
Street. 


The Wallace-Barnes Co., Bristol, 
Conn., wire springs, etc., within the 
near future will open a Canadian man- 
ufacturing plant. Truman E. Norton 
will be manufacturing executive, and 
Eric E. Waldo his assistant. 


The P. A. F. Corbin Division, Amer- 
ican Hardware Corporation, New 
Britain, Conn., is operating forty 
hours per week as against thirty-two 
heretofore. A_ reduction averaging 
from 18 to 28 per cent has been made 
in employees wages. 

Makes Easy Export 

The Acting Consul General of the 
Netherlands, New York, in a recent 
letter advises that there are no consular 
regulations to. be complied with in ship- 
ping goods from any country to Java. 
He adds that there are no laws govern- 
ing merchandise marks in the Dutch 
East Indies other than those in defense 
of the registered trade-mark. 

Hardware manufacturers should be 
able to build up an excellent export 
business in many of the countries at 
this time as American goods are in 
greater demand than ever before. 












‘NHE necessity of confirming an 

‘| offer to buy or sell, and the 

importance of doing so with- 

out any qualifications or modifica- 

tions, are not as well understood and 
appreciated as they ought to be. 

No offer without an aceptance will 
constitute a contract; nor will the 
acceptance of the offer close the 
contract, if it embodies a change in 
the terms offered, for in that case, 
the qualified acceptance constitutes 
a counter-offer, which, in turn, must 
be acepted by the party making the 
original offer. It is, therefore, ad- 
visable for the party desiring to take 
advantage of a favorable offer, to 
accept it in so many words, rather 
by re-iterating the offer and thereby 
running the risk of varying it in 
some way and losing the benefit of 
the acceptance, for until the offer is 
accepted in its entirety, it may be 
withdrawn, and there is no contract. 

The subject has received much 
consideration and has become more 
important, owing to the fact that 
there was more occasion to take ad- 
vantage of technical faults in the 
sales contract, the same as there has 
been much occasion to take advan- 
tages of technical causes for rescind- 
ing a sales contract in the recent 
falling market and in the preceding 
rising market, the buyer taking ad- 
vantage in the latter case and the 
seller in the former. 

Thus, it was held in the case of 
Janovici Co., Inc., v. V. V. Lebedjjeff 
Engineering Supply Corporation, 185 
N. Y. S. 15, that the plaintiff could 
not recover damages for breach of 
its contract, because the defendant 
in its acceptance of the plaintiff's 
offer, failed to accept the condition 
of delivery, and the defendant saying 
with respect thereto that it believed 
“that the shipment will arrive here 
before the 10th of January,” the 
Court held that that was not a suffi- 
cient acceptance of the plaintiff’s 
= as to delivery prior to January 

Watch Out for This Catch 


This case is a good illustration of 
the wisdom in accepting the offer 
without repeating the terms, to be 
certain of the contract, for while the 
terms in the case cited were all ac- 
cepted, but in reiterating them in the 
acceptance, the condition of delivery 
was not stated in language of the 
offer and while it varied from the 


offer but slightly, nevertheless the 





The Confirmation of Contracts 


By JAMES A. TIMONY 
Of the New York Bar 


Court held that the offer with this 
slight modification, constituted a re- 
jection of the offer instead of an 
acceptance thereof. 

In the case of M. Feigel & Bro., 
Inc., vs. Jacob Doll & Sons, Inc., 186 
N. Y. S. 529, the plaintiff recovered 
judgment for damages for breach of 
a sales contract, which consisted of 
an offer by the defendant to purchase 
from the plaintiff, 25 barrels of cer- 
tain White Shellac at $1.60 per gal- 
lon, terms 1%—30 days—60 days 
net. A purchase order to that effect 
was given by the defendant to the 
plaintiff, which, however, contained 
the following words: “You are here- 
by authorized to furnish the above 
articles as described. If you cannot, 
advise at once.” The plaintiff, in- 
stead of sending an acceptance of 
the order which would have consti- 
tuted a complete contract, sent for- 
mal contracts with space marked for 
the defendant’s signature of accept- 
ance and which the action was 
brought. The proposed contracts 
were retained by the defendant but 
never signed, but later the plaintiff 
delivered one barrel which was paid 
for. The remaining 24 barrels were 
never delivered. 

The Appellate Term not only re- 
versed the judgment for the plaintiff, 
but it also dismissed the plaintiff’s 
complaint, holding that the order of 
the defendant was not a contract, 
because it was not accepted by the 
plaintiff, and the plaintiff’s letter 
enclosing formal contracts did not 
constitute such acceptance, but was 
merely a communication to the de- 
fendant that it should accept the 
proposed contracts, and did not ac- 
cept the offer made by the defendant. 

The obvious thing for the plaintiff 
was, of course, to indicate and intend 
to accept the order proposed instead 
of submitting its own proposal and 
specifications, for, as the Court re- 
marks in the case, the plaintiff’s own 
proposal “constituted a counter-offer 
or proposition for a contract.” 

In the case of Morris Asinof & 
Sons, Inc., v. Fruedenthal, 186 N. Y. 
S. 383, on the contrary, however, the 
Court held that the correspondence 
in that case showed a meeting of the 
minds on all the terms of the con- 
tract, although there was a dispute 
as to whether the term relating to 
a payment of $5,000 to be made on 
January 1 or between January 1 and 
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January 5, was accepted, the Court 
holding there that the proposed let- 
ter which defendant had not received 
and in which the plaintiff agreed to 
the time of payment desired by the 
defendant, was binding, and that it 
was not necessary to indicate again 
the acceptance with regard to the 
time of payment. 


A Case on Sash Cord = 


An interesting illustration of the 
absence of a meeting of the minds of 
buyer and seller is that of Horn et 
al., v. Schien et al., 185 N. Y. S. 851. 
In this case, the plaintiffs believed! 
they were buying sash cord at an 
agreed price per bundle, and the de- 


fendants claimed that the price: 
agreed upon was per hank. There 
are two hanks to the bundle. The 


plaintiff sued for damages because 
the defendants refused to deliver the 
sash cord at the price the plaintiffs 
thought they were buying and the 
defendants, in their turn, counter- 
claimed for damages because the 
plaintiffs refused to accept the sash 
cord at the price the defendants 
thought they were selling. The de- 
fendants had judgment but not in 
their counterclaim, and the Appellate 
Court reversed the judgment, hold- 
ing that if the court believed the 
defendants, they were entitled to 
damages and if the plaintiffs’ story 
was believed the judgment surely 
was wrong; and if there was no 
meeting of the minds at all, but only 
a misunderstanding, the plaintiffs 
were entitled. to a return of their 
deposit which was made with the de- 
fendants in this case on account of 
the contract. 

That an action cannot be brought 
on an order unless it was accepted, 
is illustrated in the case of Cortland 
Tire & Rubber Co., v. Smith-Haines 
Inc., 185 N. Y. S. 396, where under 
a complaint alleging that “on or 
about August 22, 1919, it received 
an order from the defendant for cer- 
tain goods consisting of automobile 
tires, and on or about October 16 
and December 4 and 5, 1919, they 
delivered to said defendant” it was 
held that no inference could be 
drawn that the plaintiff agreed to 
deliver the goods in accordance with 
the terms of the order, and no in- 
ference could be drawn that the de- 
liveries were in accordance with the 
plaintiff's agreement to deliver, even 
if such agreement were ever made. 


The Little Store with the Big Safe 


Freyman Tool Co., Cleveland, Makes Large Profits 






with a Small Space—The Way That It Is Accom- 
plished—Arranging the Stock to the Best Advantage 


‘ UCKED in a narrow space in 
‘| a business block in Cleveland 
is a little hardware store, 

above which the rather inconspicu- 
cus sign “Freyman Tool Company” 
appears. The story of this store is 
particularly interesting, for the pro- 
prietor has shown how a very large 
business can be done in a very small 
space. The Freyman store room is 
only 14-ft. wide and 110-ft. deep but 
in that little store sales were made 
during 1920 aggregating $300,000. 
The rapidity of the growth of this 
store’s business is also remarkable, 
sales having increased to the present 
volume from only $18,000 during 


1912, the year in which the business 
was started. 

It was just by chance that Henry 
Freyman, the proprietor of the store, 
drifted into the mechanic’s tool ana 
hardware business. He was engaged 
in buying and selling stores of vari- 
ous kinds. Nine years ago he pur- 
chased the tool department of a con- 
cern engaged mostly in the plumbing 
supply business, acquiring $2,200 
worth of merchandise and floor space 
12 x 40-ft. He found that this de- 
partment had been neglected and as 
he saw a great opportunity in the 
tool and hardware business, decided 
to stick to it. He knew practically 

















Here is Freyman’s store in Cleveland. Not much space but plenty of profits 
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nothing about tools and other lines 
of hardware but started to learn. 
He studied the needs of mechanics 
in the various building trades and 
added to his stock every tool that 
they wanted. He found that there 
were some tools for which there is 
demand but which could be found in 
very few hardware stores. Some of 
these tools had to be imported from 
England. In learning the require- 
ments of mechanics he visited build- 
ings in the course of construction 
and watched the men at work. As 
a result of Freyman’s policy to sell 
every tool for which there is call, 
mechanics came to learn that if a 
certain tool was procurable any- 
where, Freyman would have it. 

Freyman at the outset, adopted 
certain business principles to which 
he largely attributes his success. He 
aims to always satisfy a customer. 
If a man is dissatisfied with a tool, 
he exchanges it without question, 
whether it cost 25 cents or $25, even 
if the tool itself is not defected, but 
perhaps has been injured as a result 
of the user’s carelessness. Other 
business maxims adopted by Frey- 
man are, to sell only quality goods, 
adopting one price and to stick to it 
regardless of whether a customer 
claims to be able to buy cheaper 
elsewhere, be satisfied with a legiti- 
mate profit and make a big turnover 
on a close margin of profit. 


The “Help Your Self” Plan 


Outgrowing his original store, 
Freyman, five years ago, moved to 
his present more desirable site, cen- 
trally located in the downtown dis- 
trict. A predominating feature of 
his store is that goods are openly 
displayed. A customer can go to 4 
ledge or shelf and help himself. If 
a oo wants a hammer, a saw, 

a brick trowel, he can pick out 
cha he wants from perhaps half 4 
dozen different styles and will find 
one to suit him. He likes to handle 
the tools over and get one that fits 
his hand. 

While all the merchandise is not 
within the customer’s reach, every 
line is openly displayed, goods not 
arranged to be handled by customers 
being shown in show cases or on 
display boards. 
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While a large share of the tool 
sales are made to mechanics, the 
store does a good business in tools 
with others than mechanics—men 
who are less familiar with tools. 
The salesmen are required to know 
their lines thoroughly so that they 
can advise an ordinary customer, 
who does not know tools, as to what 
he should buy for doing a certain 
kind of work. Freyman finds that 
there are lots of men who, while not 
mechanics, like tools and make the 
buying of them more or less of a 
hobby. 

Sometime after opening his pres- 
ent store, Freyman spent $1,600 in 
putting in a 14 x 35-ft. basement 
which he stocked with $3,500 worth 
of merchandise, including nuts and 
screws, locks, builders hardware and 
electrical tools and supplies. He 
states that in this department in the 
small basement room he did $42,000 
worth of business last year. His 
present lines include tools, hardware, 
cutlery, sporting goods, fishing 
tackle, garden hose, electrical tools 
and supplies and electrical house- 
hold appliances, but about two-thirds 
of the business is in mechanics’ 
tools. A stock of about $75,000 is 
carried and it is the aim to turn 
over this goods about four times a 
year, 

Freyman has his store arranged 
so that about every inch of space is 
utilized. Owing to the narrowness 
of the room, there are show cases 
and a counter only on one side. The 
show cases contain cutlery, fishing 
tackle and small tools. Additional 
display room is provided by having 
three display boards about 8-ft. long 
and 30-in. wide above the show cases, 
these being suspended from the ceil- 
ing by chains. Fastened to these 
display boards are shears, razors, 
kitchen knives, and various tools. 
On the opposite side of the store, 
where there is not sufficient room for 
a show case, tools are displayed in 
bins near the floor, on a ledge above 
the bins, on doors of wall cases and 
on hooks and shelves, all within easy 
reach of the customer. On this side 
there is a good assortment of tool 
chests on shelves and a glass enclosed 
wall case is provided for sporting 
goods. 


Small But Attractive 


The display window is only about 
8 x 6-ft., but this window shows 
what can be done in crowding a lot 
of merchandise in a little space and 
at the same time make an attractive 
window. The back of the window is 
arranged with steps largely increas- 
ing the display space and at the same 
time bringing much of the merchan- 


HARDWARE AGE 


dise about on ¢ line with the eye 
of a pedestrian so that it is bound 
to attract attention. Most of the 
items displayed, except larger arti- 
cles, are lined up on boards and 
changes in the windows are made by 
changing one or more of these 


boards. Partial changes in the 
window displays are made every 
Thursday. Only one complete 


change in the window is made during 
the year and that is early in Decem- 
ber, when tools are replaced with 
cutlery, carvers, scissors, razors, 
toilet articles and other Christmas 
merchandise. At the same time, 
these goods largely displace tools for 
the interior displays. 

All merchandise is price marked 
in large plain figures, except such 
tools as are sold on catalog dis- 
counts. Goods are priced in odd 
figures, for example, 48 cents and 49 
cents instead of 50 cents. Prices 
are conspicuously shown on _ the 
various merchandise displayed in the 
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window and throughout the store. 
Consequently the time of customers 
and clerks is not taken up in asking 
questions about prices. 

Freyman believes in advertising— 
“When I didn’t make enough money 
to pay my house rent, I started to 
advertise,” he says. He runs small 
advertisements in the three local 
daily papers in one issue every week, 
advertising special sales on a few 
items on which prices are made very 
low, but a little margin is left for 
profit. Advertising is also done in 
some of the journals of the mechan- 
ics trades and this has brought to 
the store a mail order? business from 
all over the United States. About 
20 per cent of the store’s business 
comes from these mail orders. Two 
catalogs are issued and sent out on 
request to mail order customers. 
One of these contains over 200 pages 
and lists tools and mill supplies with 
prices. The other is a catalog of 


(Continued on page 90) 
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The interior arrangement makes 





it handy for the customers to help themselves 


HE third instalment of the 
YT Gothic alphabet shown here- 

with, letters O, P, Q, R, S, T, 
are with the exception of the letter 
“T” called circular stroke letters. 
These are considered to be the more 
difficult letters to form without a 
comprehensive knowledge of the cor- 
rect position the brush should be 
held and in what direction each 
single stroke should start and where 
terminate. If the beginner will 
study the second line of partially 
formed letters made with a semi-dry 
brush he will notice that the process 
of forming each letter is not as diffi- 
cult as the top line of solid black 
letters appears. 

First of all the brush should be 
worked into a flat position on a piece 
of paper or card. Single strokes 
should not be attempted until the 
tip end has a chisel edge shape. It 
is next to an impossibility to form 
clean cut square letters with a brush 
dripping with ink, the ink should be 
fairly thick and evenly distributed 
into the heel of the brush. Try to 
select a brush which when flattened 
out is as near the thickness of the 
strokes required. In other words do 


Show Cards That Send Home the Message 


By JOSEPH BERTRAM JOWITT 


not expect a No. 6 brush to make 
the broad stroke of a No. 12. It will 
be much easier to shape the No. 12 
to do the work of a No. 6 brush. 
The letters on this plate are three 
inches high and two and one-half 
inches wide, and were made with a 
No. 12, Red Sable show card brush. 


Defining Single Stroke 


The term single-stroke is some- 
what confusing to the beginner, it 
does not mean that for instance the 
oval letter “O” is made with one 
continuous single stroke, but is con- 
structed by the joining of two curved 
cr crescent strokes, starting at the 
top guide line, a little to the left and 
removing brush when the bottom 
guide line is reached. The right 
stroke made in the reversed manner 
completes the letter. It may be 
necessary also for the beginner to 
build up his letters a trifle until his 
single strokes become more perfect, 
particularly the curved strokes. The 
letters “P” and “R” are constructed 
in the same manner, the tail of the 
‘R” alone being the only difference in 
the two letters. The letter “S,” which 
is more or less a puzzle to most be- 









ginners, is formed in three single: 
strokes and finished off at both ends 
with two short strokes 5 and 6. In 
making the top arched stroke No. 
1, the flat point of the brush is placed 
sideways on the card starting where 
the arrow indicates which crosses. 
through the lett2r. The short stroke 
No. 4 finishes off this first arched 
stroke. In making the center stroke 
No. 2, the flat point of the brush is 
placed on the card in the opposite 
position as indicated for stroke No. 
1, this is accomplished by simply 
rolling the handle of brush betweem 
the thumb and first two fingers. 

All single strokes are made by a 
movement of the wrist and first two 
fingers and thumb; any movement of 
the arm is not necessary in the con- 
struction of letters below four 
inches. Letters larger than four 
inches must be done free-hand, as 
the hand would be in the way if 
rested on the card. Some show card 
writers rest the first joint of the 
little finger on the card to steady 
the hand, while others prefer to rest 
the wrist joint instead. 

In practicing it does not pay to be 
over cautious. The bold stroke 


eHow Card Gothic - Bt Lesson 




















These letters are considered among the hardest to make in any style 
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Both of these 


method is the best, always proceed- 
ing from left to right and removing 
brush when within a fraction of an 
inch of the bottom guide line. No 
lettering of any kind should be at- 
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Showing how the letters are formed 
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cards are easily distinguishable at some 


tempted without first ruling the top 
and bottom guide lines, this applies 
to practice work as well as regular 
work. 

wp 

The main or basic strokes used in 
the formation of the letter “T” are 
one horizontal and one perpendicular, 
the horizontal stroke at the top being 
about one-half of the length of the 
perpendicular stroke. These two 
simple strokes are the basic strokes 
used in the construction of the let- 
ters, E, F, H, I and L. The perpen- 
dicular stroke is also the main stroke 
used in forming the letters D, J, K, 
M, N, P, B, U. 

One very important point in con- 
nection with this very plain Gothic 
alphabet is, that all elements should 
consist of uniform width strokes 
throughout; for this reason this type 


Making the Letter 


is not to be recommended for pen 
lettering. The Roman _ alphabet, 
with its light and heavy shaded 


strokes is much better adapted for 
pen work. 

If the beginner or amateur would 
pay a little more attention to the 
manipulation of the brush than to 
the formation of each _ individual 
letter, he might learn something that 
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4 little dist fyce 
would be of more benefit to him. 
The first thing the beginner no- 


tices when attempting to copy these 
letters is the seeming unreliability 
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Nicely shaded and well arranged 


Coming Hardware Conventions 


NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES AND ITs AUKXILI- 
ARIES CONVENTION, Atlantic City, N.J., 
Oct. 17-22, 1921. Headquarters, Marl- 
borough-Blenheim. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 

AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES AND ITS AUXILI- 
ARIES CONVENTION, Atlantic City, N.J., 
Oct. 19-22, 1921. Headquarters, Marl- 
borough-Blenheim. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 17, 18, 19, 1921. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 4106 
Woolworth Building, New York City. 


WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 
18, 19, 1922. Headquarters, Coates 
House. Sessions in Century Theatre. 
H. J. Hodge, secretary, Abilene, Kan. 


PaciFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, 
Wash. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27, 1922. E. E. Lucas, 
secretary, Hutton Building, Spokane, 
Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 


Group Meetings to Feature, Jobbers 


(eee group meetings will be 
one of the important features 
at the twenty-seventh annual con- 
vention of the National Hardware 


Association of the United States 
when it meets at Atlantic City, N. J., 
Oct. 17 to 22. This feature alone 
would ordinarily, perhaps, be enough 
to attract attention. But coming as 
it does this year following the an- 
nouncement of the exhibit that is to 
be held on the “Million Dollar Pier” 
by the Automobile Accessories 
Branch of the jobbers’ association, 
in conjunction with the regular con- 
vention, its importance has _per- 
haps been dwarfed by comparison. 

The holding of the automobile ac- 
cessories exhibit in connection with 
the jobbers’ and manufacturers’ 
conventions has already attracted 


Indianapolis, 


TION, Atheneum Hall, 
G. F. Sheely, 


Jan. 24, 25, 26, 27, 1922. 
secretary, Argos. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 24, 
25, 26, 27, 1922. J. M. Stone, secretary, 
Sturgis. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Feb. 7, 
&, 9, 10, 1922. George H. Dietz, sec- 
retary, 414-417 Little Building, Lincoln. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 7, 8, 9, 10, 1922. Exhibi- 
tion at the Coliseum. A. R. Sale, secre- 
tary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids, A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 
homa City, Feb. 7, 8, 9, 10, 1922. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 


o) 


extraordinary attention among job- 
bers and manufacturers throughout 
the country, both because of the 
fact that it is wholly unprecedented 
for the jobbers to hold an exhibit at 
the same time and place as their an- 
nual convention, and also, because 
of the unusual nature of the attrac- 
tions that are being planned for this 
year’s gathering of the representa- 
tive men of the hardware industry. 

Beginning at 10 a. m. on Monday 
morning, Oct. 17, and continuing un- 
til 5 p. m. the executive committee 
will meet at the Marlborough-Blen- 
heim. At 8 p. m. the opening ses- 
sion of the jobbers’ convention will 
be called to order by its president, 
A. H. Decatur of Boston. 

Tuesday, Oct. 18, will be devoted 
to group meetings whigh,. will. be 
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delphia Commercial Museum, Philadel- 
phia, Feb. 18, 14, 16, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. Le 
Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE Asso- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, sec- 
retary, 1030 Metropolitan Life Build- 
ing, Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MISSOURI RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. 
Louis, Planters Hotel, Feb. 21, 22, 23, 
1922. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

New YorRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Winston - Salem, 
N. C., May 9, 10, 11, 1922. T. W. 
Dixon, secretary-treasurer, Charlotte, 
Nk. 


Convention 


somewhat of an innovation. An 
executive session for active mem- 
bers will be held in the morning 
from 10.15 a. m. until 12.45 p. m. 
Unless there is a change in plans all 
sessions will be held at the Marl- 
borough-Blenheim. 

The afternoon group meetings 
have been planned in the following 
order: 2.15 p. m. to 4.30 p. m— 
Meeting of Metal Branch; 2.15 Pp. 
m. to 4.45 p. m.—Meeting of Small 
Tool Group; 2.15 p. m. to 4.50 p. m. 
—Meeting of Housefurnishing 
Hardware Group; 2.15 p. m. to 4.45 
p. m.—Meeting of Builders’ Hard- 
ware Group. Each group wil! meet 
separately. 

“Members of the American Hard- 
ware Manufacturers’ Association 

(Continued on page 90) 
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FUNDAMENTAL BUSINESS FACTS 


URING the past week a rather success- 
D ful merchant met one of his business 

acquaintances on a busy thoroughfare 
in one of the largest eastern cities. 

Their greeting was cordial and hearty, and 
after the usual exchange of pleasantries the in- 
evitable question was asked. 

“How is business ?”’ 

“Rotten,” was the reply. 

And then both men lost entirely the hearty 
and assured air that characterized their meet- 
ing and proceeded to talk, with serious and 
troubled faces, about the lamentable state of 
trade and the depressed condition of business 
generally. 

Finally they parted, each in a frame of mind 
that bordered on mental dejection. 

Go into any city in the United States to-day 
and you will observe precisely similar meetings 
between business acquaintances. 

Though it may seem superficial, upon first 
thought, and even somewhat exaggerated, 
nevertheless, what we have just described is 
one of the fundamental reasons why the pres- 
ent unsettled business conditions are being pro- 
longed. 

Business men whose daily conversations are 
tinctured with pessimism and doubt, have no 
right to expect anything but a state of depres- 
sion to exist in business. Like begets like. 

Do you remember the German spy hysteria 
shortly after the United States declared war? 
How much of it was real? And how much of 
it was manufactured by rumor and the imag- 
inative conversations between impressionable 
people? 

How many business firms do you personally 
and actually know to be in embarrassing cir- 
cumstances to-day? How many farmers, busi- 
ness and professional men do you personally 
and actually know to be on the verge of bank- 
ruptcy to-day? How many families do you per- 
sonally and actually know to be suffering from 
privation to-day? 

You probably do know some. 

But add them up and then subtract from the 
106 millions of people that represent the popu- 
lation of the United States, and what is your 
total? 

Let us consider facts. 

The Federal Reserve banks’ combined ratio 


of reserve rose recently to 651% per cent, which 
is half as much again as that of a year ago 
The Federal Reserve bank of New York alone 
has reserves exceeding 72 per cent. Its ratio 
of gold reserves to Federal Reserve notes, set- 
ting aside the required amount against deposits, 
totals 110 per cent, which a year ago did not 
quite equal 45 per cent. 

Gold reserves held by the Federal Reserve 
banks are in excess of $2,500,000,000, compared 
to $2,000,000,000 last year. In 1915 the Re- 
serve banks held approximately $250,000,000. 
To-day’s total is $2,530,000,000. 

June railroad reports, now available, show a 
net income of $30,000,000 against a deficit in 
the same month of last year that exceeded $10,- 
000,000. The Pennsylvania Railroad, which is 
probably the largest system, reported an in- 
crease in net operating income of approximate- 
ly $9,000,000 for the month. The railroad sit- 
uation is continually improving, and lower 
rates are expected by leading authorities. 

A prominent authority on conditions in the 
iron and steel market stated recently that “a 
gradual increase in the volume of business from 
now on is to be expected.” 

Returns from the savings banks show that 
savings have largely increased. Production sta- 
tistics show that the efficiency of labor every- 
where in the country has increased. Depart- 
ment of Agriculture reports show that there 
will be a good crop generally in the country this 
year, and that this crop will be produced for 
much less than was last year’s crop, making it 
possible for the farmers to demand less for their 
products and still make a profit. 

These facts are significant but not conclusive. 

An athlete in sound physical condition may 
through worry and nervous apprehension tem- 
porarily lose the balanced co-ordination between 
his mind and body. Figuratively, the business 
mind of to-day is not co-ordinating properly 
with the business body. Each one of us is an 
individual atom in the physical structure of 
business. 

Proper co-ordination of any kind depends on 
the majority of individual groups—whether 
they be atoms in a human body, or the busi- 
ness men of a nation—functioning in healthy 
accord for a common purpose. 





SA i RI aR RR RR cece 


73 





BA de Se 
a — "rae 
ai ut ‘ 


een EE 





House Tackles Internal Revenue Revision 


Secretary Mellon’s Plan to Tax Automobiles Draws Sharp 
Protest—Excess Profits Tax to Go—Sales Tax in Disfavor 


WASHINGTON, Aug. 8, 1921. 


VY THEN is a tax a “nuisance 
tax’? Here’s the answer: 
When it hits YOU or ME. 
This cryptic query and reply con- 
tain the essence of a dissertation de- 
livered by Chairman Fordney of the 
Ways and Means Committee during 
the past week on the subject of the 
revision of the war revenue act and 
collateral tax statutes. Mr. Fordney 
was moved to define the nuisance 
tax for the reason that scores of wit- 
nesses who appeared before the com- 
mittee advocating the removal of a 
great variety of imposts insisted that 
the particular levies which they ask 
Congress to repeal were in the nature 
of nuisance or pin prick taxes. 
The significance of the chairman’s 
observation lies in the fact that it 
reflects the conviction of a good 
many members of the Ways and 
Means Committee that the revision 
of the war revenue act will prove 
a much harder task than it appeared 
at the outset, and that real states- 
manship will have to be displayed 
by Congressional leaders in planning 
a revision for the benefit of all the 
people rather than for the relief of 
the most loudly clamoring taxpayers. 
Mellon Presents Views 
3y far the most important wit- 
ness heard by the Ways and Means 
Committee was Secretary Mellon, 
who presides over the Treasury De- 
partment. His recommendations 
have caused bomblike explosions of 


By W. L. CROUNSE 


wrath throughout the country, but 
Mellon is undisturbed. 

Coming from the man charged 
with responsibility for the nation’s 
finances, Mellon’s suggestions will be 
very carefully considered by the 
committee, although I am in a posi- 
tion to say that Mr. Fordney and 
his colleagues will be very reluctant 
to adopt some of them. 

Here is the Mellon program in a 
nutshell: 

A flat tax of $10 on all automobiles 
irrespective of cost or horsepower. 

Increase in the first-class postage 
rate to 3 cents per ounce. 

Increases in the internal revenue 
taxes on cigars, cigarettes and to- 
bacco to raise $25,000,000 additional 
revenue. 

A reduction of 50 per cent in trans- 
portation taxes, both passenger and 
freight, next year and their elimi- 
nation the year following. 

Repeal of the tax on soda foun- 
tain drinks and ice cream. 

Repeal of the excess profits tax 
and elimination of the $2,000 exemp- 
tion on corporations’ incomes. 

Increase of the normal income tax 
on corporations from the present 10 
per cent to 15 per cent. 

Elimination of the income surtax 
brackets above 40 per cent with the 
surtax rates on incomes ranging 
from $6,000 to $50,000 increased. 


Would Raise Four Billion 


The Secretary of the Treasury 
estimated that the revenue laws as 


74 


revised in accordance with his sug- 
gestions would raise approximately 
four billion dollars during the cal- 
endar year 1922. Governmental ex- 
penditures, however, are figured at 
$4,675,000,000, leaving a husky little 
deficit of $675,000,000 which must be 
met by economies which can only be 
produced by the relentless wielding 
of the pruning knife on appropria- 
tion bills. 

Mr. Fordney believes that half a 
billion dollars can be cut from the 
national expenditures, and Represen- 
tative Garner, the minority leader 
on the committee, declares that if 
Uncle Sam spends a penny more than 
$3,500,000,000 during the year be- 
ginning Jan. 1 next it will be a wil- 
ful, wicked waste of public funds, 
wholly indefensible. 

Mr. Fordney estimates that it will 
take his committee a month to frame 
the new tax bill. Considering the 
pulling and hauling that has already 
begun on the part of special inter- 
ests, the nation will be subject to 
congratulations if the new tax meas- 
ure reaches the House by Sept. 1. 


Loud Wail Over Auto Tax 


No feature of Mr. Mellon’s pro- 
gram has begun to stir up the rum- 
pus caused by his recommendation of 
a flat tax on automobiles. This sug- 
gestion has been followed up by Rep- 
resentative Appleby of New Jersey, 
who has introduced a bill imposing 
a tax of 40 cents per horsepower 
on passenger automobiles and $10 to 
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$70 per ton on automobile trucks. 

Hardly had the busy committee 
stenographers recorded Mr. Mel- 
Jon’s recommendation for an auto 
tax than the protests began to pile 
in. Automobile associations, Rotary 
clubs, individual owners and manu- 
facturers fairly fell over each other 
in their anxiety to file the first pro- 
test against this levy. 

From this interesting mass of lit- 
erature I select a protest filed by the 
American Automobile Association, 
which presents an instructive array 
of taxation figures showing, among 
other things, that some ten million 
motor vehicles in the United States 
pay into the Federal, State and mu- 
nicipal coffers approximately $347,- 
000,000 per annum, 

“There are now more than a million 
commercial vehicles or trucks and more 
than nine million passenger cars oper- 
ating on the public streets and high- 
ways of the country,” says this com- 
munication. “This organization, which 
represents a large number of these car 
owners, is most emphatically opposed 
to a Federal registration tax of this 
sort for the reason that the motor ve- 
hicle owners now pay more taxes than 
any other class of individuals. 


Taxes Already in Force 


_ “The registration tax in some States 
is now as high as $1 per horsepower, 
and on the heavier classes of trucks 
$160 per ton. Car owners in many of 
these States are paying a multitude of 
taxes on their cars, including a regis- 
tration fee, a driver’s license fee, a 
personal property tax, a municipal 
franchise tax, a motor fuel tax, ete. 
Six or eight States now place a tax 
on gasoline of from 1 to 2 cents per 
gallon, which is not in lieu of, but in 
addition to, other tax burdens borne 
by the motorists. 

“During 1920 the Federal excise 

taxes on passenger cars amounted to 
$83,600,294; on commercial vehicles, 
$15,160,456, and on parts, accessories 
and tires, $49,960,128. 
_ “In addition to this car owners pay 
In registration and license fees in the 
various States approximately $102,- 
000,000 and in personal property taxes 
on motor vehicles at least $75,000,000, 
and in miscellaneous taxes such as mo- 
tor fuel taxes, motor transport fran- 
chise taxes, mileage taxes, business 
taxes and manufacturers and dealers 
at least $10,000,000. 

“Municipal registration and license 
fees amounted to over $1,000,000 and 
municipal miscellaneous taxes, such as 
motor transportation, franchise taxes 
and motor fuel taxes for the benefit of 
cities, amounted to over $10,000,000. 


Existing Taxes Nearly $35 Per Car 


“Thus the Federal, State and munici- 
pal burden now carried by the motor 
Vehicle owners of the country amount- 
ed to a grand total of approximately 
$346,720,878, or $34.67 per car. 

‘While it may be that some of these 
taxes are levied upon manufacturers 
and dealers, the fact is that they are 
always passed on to the purchaser. It 
follows that any increase would add to 
the already excessive burden charges 
against the automobile user, 
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“In a number of States the entire 
cost of construction and maintenance 
of State highways or of State bonds 
for road improvement is now borne en- 
tirely by motor vehicle owners. 

“This field of taxation having been 
pre-empted by the States, it is believed 
that the legislatures of the various 
States would oppose any movement on 
the part of the Federal Government to 
interfere with this plan. 


Federal Tax Would Be Pyramided 


“If a Federal tax such as that sug- 
gested by Mr. Appleby could be ap- 
plied to all motor vehicles in the United 


INCREASED AUTO 
PRODUCTION 

Washington 

“Automobile 
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From comes 
this report: 
business in the second quar- 
ter of 1921 was 87 per cent 
of the corresponding period 
in 1920.” 
tainly on the mend. 


Business is cer- 
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States in lieu of all other taxes, both 
State and municipal, there would be 
no objection to it, but as we understand 
this bill the tax is to be an added bur- 
den instead of taking the place of other 
burdens which already exist. 

“Mr. Appleby claims that his bill 
would permit of complete reciprocal ar- 
rangements between all of the States 
and would therefore relieve the motor- 
ists to that extent. Complete reciproc- 
ity is now allowed in a great majority 
of the States, the principal trouble 
existing between Maryland and the Dis- 
trict of Columbia and in two or three 
other States; and while Mr. Appleby’s 
bill might relieve the situation in these 
few States, it would add materially to 
the burden of the motor car owners 
throughout the United States.” 

The executive committee of the 
American Automobile Association 
has asked Chairman Fordney whether 
the Ways and Means Committee is 
seriously considering the matter of 
taxing motor vehicle owners’ by 
means of a Federal registration fee. 
If this is the case, the association 
wishes to be heard, if possible, and 
if no further hearings are to be 
granted it will seek permission to file 
an elaborate brief showing why the 
automobile owners of the country 
are opposed to the Mellon-Appleby 
plan. 

Revival of Automobile Industry 

It is interesting in this connection 
to note the progress of the automo- 
bile industry during the first half of 
the calendar year 1921. The figures 
are distinctly encouraging and are 
likely to be used as a convincing 
argument against any form of taxa- 
tion that will tend to hinder the in- 
dustry in its recovery. 
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Production reports from the car 
and truck factories of the country 
show that the automobile business 
in the second quarter of 1921 was 
87 per cent of the corresponding 
period in 1920, due largely to the 
fact that one of the chief manufac- 
turers is operating at 136 per cent 
of the 1920 basis. The other makers, 
however, are going on a 57 per cent 
basis and are manufacturing at 107 
per cent, or more than double, the 
rate of the first quarter this year. 
Motor truck production is more than 
one-third better than it was during 
the first quarter. 

This return of activity in the third 
largest industry is expected to be a 
marked stimulus to other lines. 


Car Sales Will Boom Other Lines 


During the second quarter cotton 
production was at 82 per cent, zine 
at 41 per cent and pig iron at 39 per 
cent of the same period a year ago. 
The effect of the large sales of auto- 
mobiles is expected to be felt in 
these commodities during the third 
quarter. 

Automobiles not only consume 
large quantities of raw materials, 
but also call for production in semi- 
finished and allied lines such as elec- 
tric wire, accessories and tires. The 
industry itself employs over 300,000 
men in its factories, with as many 
again in the accessory plants. 

There are 35,000 dealers in the 
country, employing 100,000 salesmen. 
This army of salesmen has been one 
of the most potent forces in turning 
the tide of depression. 

Salesmen Only on the Job 

The “order takers” were quickly 
eliminated last fall, and the men who 
remained were experienced sellers of 
transportation. .The good automobile 
salesman has to be a high type of 
man, since he must have some en- 
gineering knowledge, and he must 
see to it that the car gets proper 
attention after it is sold if he is to 
secure reorders, 

In addition to the thousands of 
efficient salesmen, the usual summer 
demand for motor transportation has 
started the upward turn in the auto- 
mobi'e business. 

With 9,200,000 cars in use, the re- 
placement business each spring runs 
into the hundreds of thousands. Or- 
ders from new owners also come in 
most heavily at this time of year. 

Statesmanship Needed in Congress 

Never before in the history of the 
country has the welfare of the busi- 
ness community depended to such an 
extent upon the wisdom of Congress 

the formulation of a taxing pro- 
gram as at the present time. This 
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positive statement, which is echoed 
by thousands of experienced business 
executives throughout the country, 
was made a few days ago by J. 
Philip Bird, general manager of the 
National Association of Manufactur- 
ers, at a conference of prominent 
business men and officials of the De- 
partment of Commerce called to con- 
sider the manufacturing schedules 
for the Census Bureau from the 
standpoint of up-to-date commercial 
requirements. 


“The excess profits tax,” said Mr. 
3ird, “has made cowards of thousands 
of business men who have always held 
up their heads and paid their bills. 
With no criticism of the Administra- 
tion,’ but with a desire to be of help 
in any way possible, I do not see why 
the Administration leaders do not 
buckle down at once and discard all 
extraneous issues for the time being 
in favor of some revision of taxes. 
Why talk about the tariff and other 
important domestic issues when the 
political prestige of the Administra- 
tion is being jeopardized in the minds 
of business men of the nation by its 
seeming apathy on the tax question? 


Cannot Calculate Taxes 


“Collection of a tax on business that 
has been done months before is not fair 
to the business man. He does not know 
how to reckon his charges and cannot 
be sure of his business state of affairs 
for fear that the income tax bureau 
will suddenly come to him witha state- 
ment that he owes them some money 
for business done some time ago. 

“A concrete case is offered in an in- 
dustry in which I am _ interested. 
Watching the general industrial situ- 
ation, we cut our work down to thirty 
hours a week and found the men did 
not produce so much work, so we cut 
our force, thus lessening our output. 
Along came an income tax collector 
with a demand for an additional excess 
profits tax of $70,000. Where are we 
going to get the money to pay it? 

“The same situation faces many busi- 
ness men in the United States. The 
business man has borrowed to his limit 
and now the banks offer no co-opera- 
tion. No matter what the business 
standing of the firm is, the attitude 
of banks now is that the collateral must 
be absolutely secure before a loan is 
made. 

“In other words, the banker must 
have the cards stacked before he lets 
go of his money. The one function of 
the Federal Reserve banks, as I see it, 
should be to make member banks real- 
ize the business standing of a firm 
which applies for a loan.” 
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The solution of the whole prob- 
lem, as Mr. Bird sees it, is the elim- 
ination of the excess profits tax and 
the imposition of the sales tax. As 
a result of the recent referendum 
of the National Association of Man- 
ufacturers, 86 per cent of 5600 mem- 
bers declared themselves in favor of 
the sales tax—a flat tax in which 
the ultimate impost is paid by the 
consumer direct. 

One of the great advantages of the 
sales tax as proposed to be levied by 
its advocates is the fact that business 
men can easily compute their share 
of these imposts, which are always 
proportionate to their sales. Thus 
they will escape the bugaboo of an 
excess profits tax, which to-day hangs 
over the head of every going con- 
cern. 


National Chamber Adopts Tax Project 


Notwithstanding the fact that the 
sales tax project has received some 
hard knocks of late at the hands of 
members of the Ways and Means 
Committee, who seems to fear that it 
would be an unpopular form of tax 
with the people, lots of big business 
concerns are urging it upon the at- 
tention of Congress. During the past 
week the National Chamber of Com- 
merce filed an impressive brief with 
Chairman Fordney embodying the 
results of a referendum covering 545 
affiliated organizations, and treating 
the entire subject of tax legislation. 
Here is a short extract from this 
brief : 

“The outstanding question of this 
referendum related to the sales tax. 
The returns show a widespread pref- 
erence for the sales tax and an al- 
most equal sentiment in favor of a 
tax on turnovers as the proper form. 

“The results of this referendum 
only recently taken on the subject of 
taxation committed the Chamber of 
Commerce of the United States to 
the advocacy of the following tax 
program: 


A Comprehensive Scheme 


“Repeal of the excess profits tax; 
repeal of war excise taxes, both those 
on transportation and communica- 
tion and those levied in relation to 
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particular businesses; a tax on all 
turnovers to bring in such revenues 
lost through the repeals as the Gov- 
ernment’s necessities require; de- 
centralization of administration of 
income taxation; ascertainment by 
the Government of any tax based on 
income before it is payable; a court 
or courts of tax appeals, entirely 
separate and independent of the 
Treasury Department; net losses and 
inventory losses in any taxable year 
should cause redetermination of 
taxes of the preceding year; an ex- 
change of property of a like or sim- 
ilar nature should be considered 
merely as a replacement; gains real- 
ized from the sale of capital assets 
should be subject to lower rates than 
income received from business or 
other current activities; income 
from any new issues of securities 
which may lawfully be made subject 
to Federal tax should be taxable; 
American citizens resident abroad 
should be exempt from the American 
tax upon income derived abroad and 
not remitted to the United States. 


Chamber Now Opposes Excise Taxes 


“In two respects the chamber’s pres- 
ent program differs from the position 
it originally took. In the referendum 
of last winter there were 1217 votes 
cast in favor of excise taxes upon some 
articles of wide use but not of the first 
necessity, and 504 against. There were 
later some suggestions that a number 
of organizations had erred in marking 
their ballots, with a result they were 
recorded in favor when they were in 
fact opposed to this tax. However that 
may be, the present declaration for a 
sales tax of the turnover form leaves 
no doubt that the chamber favors a 
sales tax and not excise taxes. 

“The second instance involves the in- 
come tax upon gains from capital 
assets. Last winter the members of 
the chamber voted that these gains 
should be allocated over the period in 
which they were earned and taxed at 
the rates of the several years in the 
period. At the chamber’s annual meet- 
ing held in April the delegates repre- 
senting the organization members took 
the attitude that this would not afford 
sufficient relief and that if, in the main- 
tenance of necessary revenues, such 
gains are to be treated as income, they 
should be properly defined and then 
subjected to more reasonable rates, 
these rates to be lower than on income 
derived from business or other current 
activities.” 


Knowledge and Health at One Price! 


Manufacturers 
and jobbers will meet at “The Playground of America” Oct. 17 to 22 and swap ideas and 
practical money-making propositions to the great advantage of everyone present. The con- 
vention this year promises to be the most constructive that has ever been held. 


That convention at Atlantic City is not so far away as you think it is. 
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Good Midsummer Combination Ad—Refrigerator Demon- 


stration Announcement—Featuring Electric Light Fixtures 


Refrigerator Demonstration 
No. 1 (2 cols. x 6% in.) 

The Sumner Co., Moncton, N. B., 
Canada, sent us this interesting dem- 
onstration ad on refrigerators and it 
is worth your careful notice. 

Not only is a demonstration fea- 
tured but the refrigerator is well pre- 
sented. We would direct special atten- 
tion to the “Points of Superiority 
Panel.” This panel is a mighty good 
thing to incorporate in a refrigerator 
ad, as the reader, at almost a glance 
can see the points to compare. 

Notice also that the ad ties up to 
the window display. Even though the 
demonstration does not take place in 
the window, it is always advisable in 
a demonstration ad to use a window 
display of the article featured. 

Our only suggestion concerning this 
ad is that an illustration might have 
been used which would serve to make 
the announcement even stronger. A 
little rearranging of the copy would 
permit the use of at least a 2-inch cut. 

A great many people are now find- 
ing out under the test of hot weather 
that their refrigerators are inadequate 
to the task of taking proper care of 
the family food supply and these read- 
ers will be receptive to refrigerator 
advertising at this time of the season. 


Small, but Well Presented 


No. 2 (2 cols. x 4 in.) 

This ad was sent us by the J. G. 
DePrez Co. of Shelbyville, Ind., and ap- 
peared in the DePrez store paper, 
“Dep’s Pep.” 

We think the ad very well handled 
and electric light fixtures is a subject 
which could stand a whole lot more 
advertising than we have been noticing. 
To begin with, the number of home 
owners has increased vastly during the 
past years of housing shortage and 
many of these new owners would be 
keen to improve the interior appear- 
ance of their homes if the subject were 
called to their attention and one of 
the ready and popular ways of adding 
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reader that buying electric light fix- 
tures is not nec irily an expensive 
proceeding. The price quotation of 
$2.50 is proof enough that even the 


beauty to a home is by improving the 
electric light fixtures. 

We believe this small ad is specially 
effective because it suggests to the 





MLL THIS WEEK AT OUR STORE 
A DEMONSTRATION 


Barnet Refrigerators 
Always Clean and Sweet 


The outstanding feature of this splendid refrigerator is that it is 
always sweet smelling, fresh and pure, No foul odors; no heavy food 
gases; no-stagnant air. It will preserve food perfectly for unbeliev- 
ably long periods—no danger of contamination by germs—no possibil- 
ity of souring. 

Milk, for instance, children-s most used food, 1s a magnet for | 
germs in the ordinary retrigerator, but not if the milk is kept in a 
































Zarnet {s ventilated. Air circulates in Barnet 

Foods do not taint or con- 
taminate one. another. 

Has no Drain Pipe. 

No foul’ odors. 

No breeding-place for germs 

Easy to clean 


Interior always bone dry. 

“Has eleven walls of insula. 
tion. 

Lowest temperature for ice 
consumed, 

Has 











SEE OUR WINDOW 





| 
Barnet. 
. . 
Points of Barnet Superiority. 


| 
adjustable shelves. | 


On and after June 4th this Store will close at 1 p. m. 
Saturday afternoons during June, July, August and 
September. Open Friday evenings till 9. p. m. 


SUMAEzER CO. 


| MAIN St. MONCTON.N.B. 
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gerator demonstration 
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Flectric Light Fixtures 


light fixtures add 
and charm to your home 
We have a wonderfui selection of 
electric light fixtures in varied 
patterns from which you can 
choose. Our prices are most | 
reasonable. 


ELECTRIC LIGHT FIXTURES 


$2.50 


aod up 
THE J. G. DEPREZ CO. 


18-20 PUBLIC SQUARE Shelbyville’s Greatest Store 
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2—A fixture ad with lots of pulling 
power 


modest home may enjoy the advantages 
of better lighting fixtures. 

The cut pictures an attractive style 
and altogether the ad, though a small 
one has plenty of selling power. 

We would like to see other ads on 
electric lighting fixtures and suggest 
that six or eight inches of space can 
be used to advantage by showing a 
number of attractive designs suited to 
the average home. 

It is a widespread notion that elec- 
tric light fixtures cost a lot of money 
and that there are no attractive ones 
to be had for a reasonable investment. 
Advertising along the lines of the De- 
Prez ad would soon dispell this idea 
among home owners. 


House 
No. 3 (2 cols. x 4 in.) 

Here’s a house number 
Blakey-Clark Co. of Ennis, x., and if 
you don’t believe a house number ad 
will bring customers to your store just 
try one. 

There may not be a big profit in the 
sale of house numbers but it must be 
realized that an ad of this kind draws 
many customers in the store, a large 
percentage of whom will not confine 
their purchases to the house numbers. 

It is often very good business to se- 
lect a small item like this for featur- 
ing in your advertising just to get cus- 
tomers in the store. Dealers who have 
used this kind of ads have told us 
that they paid through the extra sales 
they made by having people come in 
and look around the store. 

Notice that this ad is very complete. 
A box of the numbers is shown and 
the numbers themselves are featured 
as being of aluminum and impervious 


Numbers Get Some Publicity 


ad from the 
Te: 


to rust and tarnishing. And the rea- 
son advanced for using the numbers 
IS very good. 


A Good Combination Ad 


No. 4 (3 cols. x 16) 

Here is a combination ad that will 
get business for you. A wealth of 
items are listed in this announcement 
and it will pay you to give it some 
considerable study. 


One panel which attracts us spe- 


cially is that headed, “Here and There 
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About the Store.” The items listed are 
odd articles not usually found in the 
hardware store and for this reason the 
panel holds special interest for the 
reader. 

There are a number of other special 
items featured here which are particu- 
larly interesting. The vacuum washer 
is something that usually does not get 
much publicity and the auto tool kit is 
an article that every motorist needs 
and one that is seldom featured. The 
cut pictures a very handy kit and most 





|Shopping News For Tuesday 


=>  ASHDOWN’S 


Asuvows yrue 
Daily, customers remark on the marvelous varieties of merchan- 
dise displayed at this busy store—five broad selling floors showing 
new modern quality goods with an elevator service that makes 
shopping easy. 














A Paint or Finish Here For Every Sarface and Free Advice on 
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of the items are those not usually in- 
cluded in the tool outfits furnished by 
automobile makers. 

Another interesting panel is devoted 
to the stainless steel knives which are 
becoming increasingly popular with 
the housewife. 

An ad like this one of Ashdown’s re- 
quires some real thought and careful 
planning and now when buying is at 
low ebb, it will pay you to gather to- 
gether some of the unusual and sea- 
sonable articles in your stock and group 
them in an ad of this kind. 

Note that the ad features “Shopping 
News for Tuesday.” While this in no 
way limits the sale of the offerings, it 
tends to focus the mind of the reader 
on the day at hand and induce quicker 
action. We believe it a good line to 
incorporate in a combination ad. 


Jobbers’ Sales Convention 


The Drake Hardware Co., 
Burlington, Iowa, recently held a sales 
convention modeled somewhat after the 
conventions held by retail associations. 
N. G. Ballantyne, sales manager, was 
chairman at the sessions which were 
devoted to sales talks by the company’s 
salesmen and manufacturers’ repre- 
sentatives. S. H. Jones, president and 
treasurer of the Drake Hardware Co., 
delivered the address of welcome at the 
opening of the convention. Special en- 
tertainments were provided during the 
period of the convention, which lasted 
two full days. 


jobbers, 


Smith & McCrorken, Inc., distributors 
of zinc, nails, tin plate, etc., has moved 
its office to 65 Engert Avenue, Brook- 
lyn, N. Y., where its warehouse is lo- 
cated, the warehouse occupying 67 En- 
gert Avenue and 43-53 Eckford Street 


sales office of the Con- 


was re- 


The Boston 
verse Tire Co., Malden, Mass., 
cently consolidated with the tire serv- 
ice and production departments at the 
factory. The resulting closer contact 
between these departments it is said 
will greatly increase the efficiency of 
the company’s service to the trade. 








Say, Mister! 


“You don't know? 


Come down. 
House Numbers. 











WHAT IS YOUR HOUSE NUMBER? 


Now listen, we did not write that letter you got from the Postot- 
fice about having numbers 6n your house—but we can Answer it 


There's no real good reason for not numbering your house, when 
you can get Mirro Aluminum Hou*e Numbers for Se each. 
I want to sell you about 18¢ worth of Alaminum 
Remember, they're Mirro Aluminum and will! 
not rust or tarnish.—"“TIM." 





Haven't got any number?" 





KEY-CLARY | 
Mie na 


The WINCHESTER Store 











3—Selling house numbers and bringing in customers 
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MARKET REPORTS 


on TRADE CONDITIONS 
IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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West 39th Street, 
New York, Aug. 6, 1921. 


Office of 


239 


RICE changes continue to occupy 
the center of attention in the lo- 
cal market. 

Buying on the part of the retail trade 
is confined strictly to small orders and 
actual necessities. Some of the local 
jobbers, however, report that a num- 
ber of small orders for fall merchan- 
dise are beginning to accumulate, and 
that an active fall business shows signs 
of developing. 

Although many have, so far, found 
it difficult to find, there is undoubtedly 
a healthier and more optimistic tone in 


evidence throughout the local whole- 
sale market. 
Among the more important of the 


price changes reported during the past 
week by local jobbers were the fol- 
lowing: ’ 

Lufkin Rule Co., Saginaw, Mich., has 
reduced prices on its No. 68 box rules 
20 per cent; folding rules, 124% per 
cent, and on other numbers approxi- 
mately 10 per cent. : 

Lock washers have been reduced 20 
per cent by some of the local jobbers. 

Machine screws were reduced about 
10 per cent by some of the local jobbers. 

Irwin Auger Bit Co., Wilmington, 
Ohio, has reduced prices approximately 
18 per cent on its lines of augers and 
bits. 

Dillingham Mfg. Co., Sheboygan, 
Wis., has issued a new jobbers’ net 
price list, dated Aug. 1, on its line of 
medicine cabinets, lawn and camp 
chairs, ete. 

Covert’s Saddlery Works, Interlaken, 
N. Y., has announced price reductions, 
effective Aug. 1, on its line of harness 
snaps, breast chains, halters, etc. 

Mathias Klein & Sons, Chicago, III., 
announce that they will issue a new net 
price sheet on pliers, effective Sept. 1. 

Rome Mfg. Co., Rome, N. Y., has is- 
‘sued new prices, effective Aug. 2, on 
copper ferrules. 

Crescent Brass & Pin Co., Detroit, 
Mich., manufacturer of “Simplex” roof- 
Ing nails, is now quoting these nails 
at lle, per Ib. in small quantities. 

Clendenin Bros., Baltimore, Md., re- 
duced prices, Aug. 1, on their line of 
copper cut nails, tacks, ete. 

Atlas Mfg. Co., New Haven, Conn., 
has issued new jobbers’ discount sheet, 
effective Aug. 1, on its line of fly swat- 
ters, table tinware, spoons, etc. 

Fred J. Meyers Mfg. Co., Hamilton, 
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Ohio, has reduced prices, effective Aug. 
1, on its line of wood rim, sieves, horse 
muzzles, etc., and rearranged its prices 
on its line of rat traps. 

Hudson Mfg. Co., Minneapolis, Minn., 
guarantees prices on its line of hose 
sprayers until May 1, 1922. 

Noera Mfg. Co., Waterbury, Conn., 
is reported to have announced a reduc- 


tion on its line of sewing machine 
oilers, etc. 
C. O. Jelliff Mfg. Co., Southport, 


Conn., issued new prices Aug. 1 on its 
line of foundry riddles. 

Southern Electro Steel Co., Lynch- 
burg, Va., manufacturer of the “Clip- 
ette” lawn mower, is reported to have 
notified some of its customers that it 
is flooded with orders and temporarily 
out of the market until it has caught 
up on production. 

Automobile Accessories.—Jobbers re- 


port a falling off in the demand for 
accessories, but the retail trade con- 
tinues active, especially in suburban 


districts throughout this section. 

Ash Sifters.—Small orders are being 
received, jobbers say, for fall shipment 
of these articles. 





Jobbers’ quotations f.o.b. New York 
Heavy steel galvanized ash sifter. rotary 
wire sieve, iron brace bands, $30 per doz 


Crated, $33 per doz 





Axes.—Slight improvement has been 
felt in the local market for axes, ac- 
cording to some of the jobbers in this 
section. Authorities on the axe situa- 
tion say that they do not anticipate 
price changes for some time. 
quotations f.o.b. New York 
ebony finish, 2% Ib., $12 


Jobbers’ 

House 
doz 

“Fall Citv’’ axes, 2% Ib., $13.50 per doz. 

Long Island handled axes, 2% to 2% Ib., 
$19.50 per doz 


AXES, per 


Second quality, 36-in. handle, 4 to 5 Ib 
19 per doz. 
.int edge, Rockaway pattern, 4 to 5 Ib 


$20.75 per doz 
Connecticut 


3% Ib., 


pattern, handled axes, 3 to 


$19.50 per doz 


Bolts and Nuts.—Interest is not es- 
pecially keen for these articles at the 
present time. The market is consid- 
ered rather weak, and further price 
changes are anticipated by many. 


Jobbers’ quotations f.o.b. New York 

Common carriage bolts, % x 6 and 
smaller, 50 per cent to 50 and 5 per cent 
longer and thicker, 45 per cent to 45 and 5 
per cent. 

Machine bolts, % x 4 and smaller, 50 and 
10 per cent to 50, 10 and 5 per cent; larger 
and thicker, 50 per cent to 50 and 5 per cent. 

Semi-finished hexagon nuts. 9/16 and 
smaller, 75 and 10 per cent; larger and 
thicker, 70 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, fron, 40-5 
eent: brass, 4/32 to 8/32 in., 75 per 
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per 





cent; 10/32 to 12/32 in., 
in., 60 per cent. 
Lock washers, 50 per cent 


65 per cent; 14°32 


Toggle bolts, steel, bright finish, 60 per 
cent. 
Iron rivets, 60 per cent solid copper riv- 


ets, 40 per cent 

Builders’ Hardware.—A gradual but 
consistent increase in the demand for 
builders’ hardware has been noticeable 
in this vicinity for some time past. The 
reduction made by some of the leading 
manufacturers of builders’ hardware 
the week before last is said to have at- 
tracted favorable interest. Dealers, 
however, seem to be buying builders’ 
hardware only in:small quantities for 
actual requirements. 

Cider Mills and Wine Presses.—There 
seems to be quite a little interest in 
the local market for both mills and 
presses. Stocks are good, jobbers say, 
and prices firm. 


Jobbers’ prices f.o.b. New Yor 

Cider Mills, junior size $ each net; 
medium size $41.25 each net senior size, 
$55 each net 

Wine Presses, popular sizes. range accord- 
ing to size from $8.25 each’ net to $16.50 


each net. 
Coffee Mills.—Interest is 
fair and prices steady. 


mild, stocks 


Jobbers’ quotations f.o.b. New York 

Coffee mill, glass hoppe metal parts 
japanned, holds 1 Ib. coffe $11 per doz 
Same slightly different hape $14.25 pe 
doz 

Cotton Gloves.—Scattered interest 
seems to prevail for these goods at 
steady prices. 

Jobbers’ quotations f.o.b Ne y } 

Cotton gloves. white canton flann with 
knit cotton wrist’ light. $1 per doz. pair 
net; heavy, $1.75 per doz. pair, net Heavy 
veight white canton flannel, cuff lined. with 
heavy stiffened material, regular style, $1.75 
per doz. pair, net; leather faced. $4 per doz 
pair, net 

Farming Tool Handles.—Interest is 


mild, prices somewhat easi¢r and job- 
bers’ stocks are in fairly good condition. 
Jobbers 


quotations f.o.b. New York 

Hay fork handles, bent, 5 ft $4.75 per 
doz.: 6 ft.. $7.35 per doz.; hay fork handles, 
straight, 5 ft $4 per doz 6 ft $6.40 per 
doz 

Longe handle manure fork nd $4.20 
per doz.; wooden D manu fork handle 
$6.60 per doz. Six-ft. rake handle, $5.90 per 
doz 

Shank hoe handles. $2.20 per doz Spade 
indles, $6.75 per doz 

Malleable D spading fork handle $5.45 
vr doz., plus 5 per cent Wooden D spad- 
neg fork handle, $6.60 per doz 

undle lots 5 per cent off 

Football Goods.—Although. still 


somewhat early for real activity to be- 
gin in this line, jobbers say that they 
anticipate a satisfactory season. There 
seems to be belief in many quarters 
that if we have good football weather 
this fall there will be somewhat of a 
shortage created, particularly for shoes, 
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pants and sweaters. Some of the large 
sporting goods houses in this vicinity 
report that they have already received 
inquiries and requests for quotations 
for complete outfits. 


Galvanized Ware.—lInactive condi- 
tions, steady prices and adequate stocks 
prevail throughout this line in the local 


market. 
Prices to retailers, f.o.b. New York: 
Galvanized sheets, No. 28 gage, $5.50 per 
100 Ib. . 
Jobbers’ quotations f.o.b. New York: | > 
Galvanized pails, 8 qt., $2.35; 10 qt., $2.70; 
12 qt., $2.95; 14 qt., $3.30; 16 at., $4 per doz. 
Galvanized wash tubs, No. 1, $7.85; No. 
2, $8.80: No. 3, $10.25; all per doz. 


Ice Scrapers—Jobbers report in- 
quiries for these articles for early fall 
shipment. Prices are firm and are not 


expected to change. 

Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 644 x 5% in., 4 ft. handle, $6.25 
per doz. Solid shank scraper, extra quality, 
tempered steel blade, 7 x 6 in., % in. pol- 
ished and painted blue, 4 ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 
7 in. blade, 6 in. deep, % in. polished and 
painted blue, 4 ft. handle, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 
beaded blade, 8 x 6 in., heavy iron ferrule, 
414 ft. handle, $10.40 per doz. 

Ice Skates.—Dealers are beginning to 
manifest some slight interest for these 
articles. Prevailing prices are guaran- 
teed against decline till Feb. 1, 1922. 

Jobbers’ quotaticns f.o.b. New York: 

Men and boys, all clamp club skates, 
sizes & to 12 in., 91c. to $1.18. Men and 
boy all clamp hockey skates, runner cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c, to 
$1.48. Women and children’s club skates, 
russet leather back and strap, sizes 8 to 11 
in., polished cast steel runners, $1.15 to 
$1.40. Women and children clamp hockey 
skates, russet leather back and strap, run- 
ners made of cast steel, nickel plated, $1.51 
to $1.99. 

Lanterns.—Adequate stocks, steady 
prices and mild interest of a “pick-up 
nature are the prevailing conditions in 


this line. 

Jobbers’ ¢ uotations f.o b New York: ; 

ty-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monareh tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz Blizzard tin lanterns. 
$14.50 per doz. Buckeye dash lanterns, $14.75 
per doz. Roadster wagon lanterns, $18.50 per 
doz. De Lite lanterns, £14.50 per doz. Little 
Wizard lanterns, $11.75 per doz. Eureka 
driving lanterns, plain lens, $19 per Gos. 
Watchmen’s mill lanterns, enamel finish, $25 
per doz. Imperial platform lanterns, $9.75 
each 

Linseed Oil.—Reluctance on the part 
of buyers seems to be the outstanding 
characteristic in the linseed oil market. 
It is said that the paint and varnish 
manufacturers possess fairly large 
quantities of oil, which they believe will 
be sufficient to carry them over for 
the next few months. The export busi- 
ness is stagnant. Prices are substan- 
tially unchanged. 

Prices to retailers, f.0.b. New York: 

Linseed oil, car lots, 75c. to 78c. per gal.; 
less than car lots, but more than 95 bbls., 
780 to Sle. per gal.; single barrels. under 

bbl. lots, 83c. to 84c. per gal. Boiled oil 
ie 2c. extra. Double boiled oil is 3c. extra, 
and oil in half bbl. is 5c. per gal. additional] 

Nails.—It has been stated semi- 
authoritatively that the United States 
Steel Corporation is meeting all com- 
petitive prices. The uncertainty of 
price conditions in the steel industry 
has probably exercised considerable in- 
fluence on the general situation in the 
nail market. The market in this locality 
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is to a very large extent negotiable, 
and a good deal of competitive under- 
selling seems to be in vogue. Stocks 
are apparently adequate to meet the 
present demand. 

Jobbers’ quotations f.o.b. New York: 

Wire nails, $3.50 to $3.70 base, per keg. 

Cut nails, $4.40 to $4.45 base, per keg. 

Coated nails, $3 base, per keg. 

Wire nails, 1 lb. papers, are being quoted 
at 75 per cent. 

Wire nails, 4 lb. papers, 60, 10-10 per 
cent; wire brads, 1 lb. papers, 75 per cent; 
wire brads, % lb. papers, 60, 10-10 per cent. 

Naval Stores.—The outstanding fea- 
tures in this market may be summar- 
ized as follows: Stocks are small; the 
demand is inactive, and prices fluctuate 
daily. 

Prices to retailers, f.o.b. New York: 

Spirits of turpentine, 64c, per gal., yard 
basis. 

Rosin, yard basis, 280 lb. to a bbl., B and 
D grades, $4.85; E, $4.90; F, $4.95; G, $5.05; 
H, $5.10; I, $5.20; K, $5.30; M, $5.50; N, 
$5.75; WW, $7.25. 

Pitch tar in 200 Ib. bbl., $7; kiln tar, 
$11.50; retort tar, $11.50. 

Rat and Mouse Traps.—A certain 
amount of small buying seems to be 
in progress for these articles. Stocks 
are said to be fair and prices firm. 

Jobbers’ prices f.o.b. New York: 

“Out Sight’ rat traps, $1.45 per doz.; 
“Out Sight’? mouse traps, 75c. per doz.; 
‘“‘Victor’’ mouse traps, 25c. per doz.; ‘‘Hold 
Fast’? mouse traps, 27c. per doz. 

Roller Skates.—A slight increase in 
interest is reported by local jobbers. 
Stocks are fair and prices firm. 

Jobbers’ quotations f.o.b. New York: 

Extension roller skates, steel foot plate 
end back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cushioned, 
extension 7% to 10 in., half strap heel, 
clamp toe, plain steel roll, $2.10 per pair. 
Extension ball-bearing roller skates, for 
men, nickel-plated. $2.¢5 per pair. Same, 
for women, $2.75 per pair 

Rope and Twine.—This market con- 
tinues quiet. Prices are unchanged, 
and stocks are said to be plentiful. 
Twine is in better demand than rope, 
but even that is limited to smaller 


orders. 

Jobbers’ quotations f.o.b. New York: 

Manila rope, No. 1 grade, 16c. to 19%c. 
per lb.; manila No. 2 grade, 15c. per Ib.; 
manila No. 3 hardware grade, 13c. per Ib. 
Sisal, No. 1 grade, 13c. per lb.; sisal, No. 2 
grade, lle. per Ib. Bolt tope, 20c. to 22c. 
per Ib. 

Lath yarn, 13c. to 15¢c. per lb. Jute wrap- 
ping twine, 18c. to 23c. per lb. India hemp 
twine, No. 9, 15c. to 17c. per Ib. 

Screws.—Machine screws were re- 
duced 10 per cent during the past week 
by some of the local jobbers. Stocks 
are more than ample, and the market 
is considered by many authorities to be 
in a rather weak condition. 

Jobbers’ quotations f.o.b. New York: 

Wood Screws.—F lat head, bright, 7714-15 
per cent; flat head, galvanized, 621%4-15 per 
cent; round head, blued, 75-15 per cent; 
round head, nickeled, 65-15 per cent; round 
head, brass, 70-20 per cent: flat head, 
brass, 72} per cent; round head, brass, 
nickeled, 65-20 per cent. 

Machine Screws. -lron, flat and round, 
80-10 per cent; brass, flat and round, 75 per 
cent. 


Shovels.—A number of small orders 
have been received by some of the 
local jobbers for early shipment of both 
snow shovels and furnace scoops. It 
is generally expected that prices will 
continue unchanged for some _ time. 
Stocks are said to be in moderately 
good condition. 

Jobbers’ prices f.0 b, New York: 
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Long handled, steel snow shovel, $4.50 per 
doz.; D handled, steel snow shovel, $5.50 per 
doz.; D handled, hollow back, furnaces scoop 
$5.75 per doz.; long handled, hollow back 
furnace scoop, $5.75 per doz.; riveted back 
furnace scoop, long handled, $10.50 per doz.: 
D handled, $10.50 per doz. 9 


Sleds.—The sidewalks in front of 
some of the large downtown jobbing 
houses were crowded last week with 
incoming sled shipments, for which a 
number of small orders have already 
been received. Prices are steady and 
an increasing interest is expected. 


Jobbers’ prices f.0.b. New York: 
_ Flexible Flyer sleds, No. 1, 38 in. long, 12 
in. wide, 6 in. high, $4.50 each; No. 2, 42 in, 
long, 13 in. wide, 6 in. high, $5 each; No, 3, 
47 in. long, 14 in. wide, 7% in. high, $6.50 
each; No. 4, 52 in. long, 14 in. wide. 7% in. 
high, $7 each. Junior Racer, 49 in. long, 12 
in. wide, 6% in. high, $5.50 each; Racer, 57 
in. long, 13 in. wide, 7% in. high, $6.75 each; 
No. 5, 63 in. long, 16 in. wide, 8 in. high, 
each, No. 4, with one pair of foot 
$7.75; No. 5, with two pair of foot 
3, $11. Discount of 25 per cent from fac- 

7; 334% per cent from New York stock, 

Spring Balances.—What is known lo- 
cally as the “pick-up” trade has shown 
a certain amount of scattered interest 
during the past two weeks for these 
articles, which were recently reduced, 


Jobbers’ quotations f.o.b. New York 

Sportsmen’s spring balances, brass, nickel 
plated, capacity 15 lb. by % lb., $4.75 per 
doz. 

Straight spring balances, brass front. to 
weigh 25 Ib. by % Ib., $1.50 per doz.: to 
weigh 50 lb. by 1 Ib., $8 per doz.: to weigh 
190 Ib. by 1 Ib., $48 per doz.; to weigh 150 
Ib, by 1 lb., $69 per doz. 

Iron clad ice balances, iron case, japanned, 
brass nickel plated dial, to weigh 200 Ib. by 
5 lb., $4.50 each net; to weigh 390 ib. by 5 
Ib.. $5.25 each net; to weigh 400 Ib. by 5 Ib., 
$5.75 each net. 

Circular spring balance weighs 10 |b, by 
ounces, enameled dial, 6% in., nickel plated 
rim, porcelain enameled pan, 1014 in., $2.40 
each net. Circular spring balance weighs 
') Ib. by ounces, enameled dial, 6% in., tin 
scoop, 7x 10x 2% in., $3 each net. Circular 
spring balance weighs 40 Ib. by 2 ounces, 
white enameled dial, 6% in., galvanized 
scoop, 18 x 14 x 7 in., $5 each net. Circular 
spring balance, brass front, weighs 20 Ib. 
by ounces, pan 11 in. in diameter, $3.25 
each net. 


Strainers.—Following the announce- 
ment of revised prices last week on 
these articles, interest increased slight- 
ly. Dealers report that there does not 
seem to be this season as much inter- 
est in canning and preserving as pre- 
vailed during the past four years. 
There is, however, a small demand at 
the present time for strainers at the 
prices which were revised the week 
before last. 

Jobbers’ prices f.o.b. New York: 





Wood handle strainers, high grade, 30 
mesh, twilled cloth, maroon handle, 2% in., 
80c. per doz.; same, 2% in. handle, S5c. per 


doz.; 3% in. handle, $1.05 per doz.; 4 IM. 
handle, $1.25 per doz. Flat bottom strain- 
ers, 30 mesh, twilled cloth, maroon handle, 
2% in., 80c. per doz.; 2% in., 92c. per doz 


Stove Pipe and Elbows.—Out-of-town 
inquiries are said to be coming in to 
local jobbers for both pipe and eblows. 
Stocks are ample and prices appar- 
ently firm. 


Jobbers’ quotations f.o.b. New. York: a 
Stove pipe, black iron, No. 28 gage, +« 
lengths to the bundle, 4-in., $1.95; 4%-In. 
$2.25; 5-in., $2.45; 5%-in., $2.70; 6-in., $3 

each per doz. lengths. 
1 doz. to 


Elbows, black iron, No. 28 gage 7 
414-in., $2.05 


a bundle, 4-in., $1.90 yr doz.; 
) 1 $ pe do «di 32 40 


per doz.; 5-in., $2.20 per doz.; 5 
per doz.; 6-in., $2.75 per doz 


Tree Holders.—Although new prices 
were announced the week before last 
on holders, it has not as yet stimulated 
very much interest in the local market. 
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Present prices are expected to stand 
for the season. 

Cast iron tree stands, japanned striped 
with gold bronze, 2 in. opening, $10 per doz. 
net; 3 in. opening, $16.75 per doz. net; 
“Gem"’ tree stand, $5.75 per doz. 

Toys.—Wheel toys, seashore articles 
and mechanical specialties are reported 
to be in fair demand at the present 
time. Jobbers generally anticipate 
early and substantial demand for 
Christmas goods.. A rather optimistic 
tone seems to prevail among local toy 
jobbers. 


P. S.—Track chisels advanced 2c. per 
lb. during the past week, and are now 





Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, Aug. 1. 
5 lpn new month is expected to bring 
an up-turn in business. Jobbers 
feel that the trade will begin to show 
real interest in fall merchandise and 
before the month is over there will be 
a good volume of business. The retailer 
does not look for much improvement 
until August is over with, but as soon 
as the populace returns from summer 
outings and school activities start, 
there should be a good sale of all sorts 
of fall and winter hardware. 
Operations in the steel mills are still 
at very low ebb. Some increase in in- 
quiries is reported and the prospects 
are for better business but the change 
will be slight at first, any improvement 
being sure to be gradual. Railroad de- 
mands are increasing in some quarters 


but in others there is a suspension of 


activity, such as car repairing; so, on 
the whole, it cannot be said that busi- 
ness is much better in the iron and steel 
field, although there is slight improve- 
ment particularly in railroad inquiries. 

The automobile demands are better, 
accessories moving in better volume 
than before and with every indication 
of an up-trend until inclement weather 
sets in. 

The building situation is without im- 
portant change. Men are at work so 
far as there is need for them and the 
number of apartment houses going up 
is slightly greater than two weeks ago. 
There is hope for a continued improve- 
ment in building but little activity in 
industrial building can be looked for 
at this time. 


Collections continue to be rather slow 
although not to a serious extent. 

Auto Accessories.—Business in this 
field has shown quite a marked im- 
provement for some weeks past and 
with every indication of remaining good 
until the season is over. There has 
been a fine demand for tires and many 
other staples. Prices seem rather firm. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Reliable Jacks, No. 46, $3 each, $34 


ber doz.; De Luxe long handled standard 
zack, $6.25 each; No. 1 standard jacks, 
«19 each; Twin cylinder foot pumps, $1.25 


mach: Simplex jacks, No. 36, $2.10 each; 
oorart hand horns, $4 each; Weed chains, 
* X 3%, $5 per pair, with 25 per cent off in 


lots of one dozen pairs and 33% per cent 


off in lots o airs; 
Rid-O-Syia - more than one dozen pairs: 


chains, $2 to $2.65 per pair; 
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being quoted at 25c. per lb. from New 
York stock. The reason for the ad- 
vance has not been learned. 

Some of the local jobbers have just 
received notification from some manu- 
facturers that pruning shears were re- 
duced 15 per cent July 15. 

The copper situation seems to have 
attracted considerable attention lately, 
especially in this locality. The grad- 
ually improving industrial condition 
and the decrease in the surplus of metal 
should, it is held, have a tendency to 
increase sales and shorten the period 
required for the disposal of stocks on 
hand. 


CHICAGO 


inner tubes, red, 30 x 3%, $2.50 each; gray 
tubes, 30 x 3%, $2.05 each; Lyon bumpers, 
$10.25 each; Bethlehem spark plugs, in lots 


of 100, special type, 438c. each; Mica type. 
Bethlehem spark plugs, 74c. each; Stand- 
ard porcelain Bethlehem plugs, 55c. each: 
Hercules Giant plugs, 55c. to 60c. each; 
Hercules Junior plugs, 27c. to 35c. each; 
Hel-Fi standard plugs, 27c. to 35c. each; 
Hel-Fi tractor plugs, 83c. each. A.C. Cico 
plugs, 48c. each; Splitdorf plugs, 70c. to 
78c. each; United plugs, junior, 40c. each: 


Champion X plugs, 50c. each; Champion O 
plugs, 50c. each; Champion Heavy Duty 
plugs, 57c. each. 


Axes.—The fall demand is expected 


to increase. There has already been 
quite a little business placed. Prices 
have been liberally reduced. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted quality single bitted un- 
handled axes, 3 lbs. to 4 Ibs., $14.50 base 
good quality black unhandled axes, sam: 


weight, $13.50 base; handled axes, $3 to $7 
extra, according to grade. 

Agricultural Tool Handles.—Most of 
the business has been done so far as 


jobbers are concerned and it is the 
waning season for the retailer. No 
price change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Agricultural tool handles, 4% X plain. 
$3.50; X bent, $3.90; XX bent, $5.35; 4% 
bent hay-forks strap and ferrule. $7: 4! 
manure fork handle strap and ferrule, $7 
doz. 

Builders’ Hardware.—One of the 
largest manufacturers of butts and 


hinges has stated that its sales for the 
first fifteen days of July were larger 
than for any two months prior this 
year. This is a gain of great size and 
indicates splendid business. Others are 
not as enthusiastic in their statement 
but show some gains and think that 
the season will improve. The demand 
for repair material has been good and 
there is quite a wholesome amount of 
residential and apartment building. 
Prices have been so well reduced that 
changes show little effect at this time, 
although some pick-up is felt from the 
latest ten per cent reduction. Indica- 
tions are that demand will increase 
throughout the month of August. 

Cotton Gloves —Prices are back prac- 
tically at the pre-war level and there 
seems to be no bar against buying in 
a normal manner. 

We quote from jobbers’ stocks, f.o.b 
eago: 6 oz. knit wrist gloves, $1 doz.; 
$1.20: 10 oz., $1.45. 

Chains.—The demand is fair at prices 
showing no change this week. 

We quote 
cago: ™% in. 


Chi- 
8 oz., 


Chi- 
per 


from jobbers’ stocks, f.o b 
proof coil chains, 


$8.50 
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It seems to be the prevailing opinion 
among authorities on the copper situa- 
tion that since the closing of the large 
majority of the big copper mines, 
around April 1, the position of the in- 
dustry has shown considerable im- 
provement. Domestic consumption 
during the past six months has aver- 
aged, roughly, 56,600,000 lb. monthly, 
and exports 40,500,000 1b. monthly, 
which authorities regard as very grati- 
fying in view of the industrial difficul- 
ties that have been experienced, A 
number of the mills are reported to 
have resumed operations. 








100 Ibs.; American Weldless, Li 
and Tenso chains, 50-5 per 


Link 
list. 


Cutlery.—There seems to be greater 
stabilization in the cutlery industry. 
The recent decline in pocket knives 
together with the announcement that 
no further changes could be looked for 
before Jan. 1 has increased confidence 
and given the market a firmer tone. 
The manufacturers say that present 
prices are really very attractive and 
that no one need to wait to buy on 
account of the price element as further 
declines are not in sight. Alarm clocks 
will be a little more active from now 
on. There is a fair kitchen 
cutlery. 

Cooking Utensils —Demand for can- 
ning purposes is not as brisk as it was 
earlier in the season but there is still 
quite good business to be had. Alu- 
minum ware sales prove very attractive, 
the women responding in healthy fash- 
ion to the inducement of lower prices. 

Eaves Trough and Conductor Pipes. 
—Prices have been so thoroughly re- 
duced that little change can be looked 
for. The movement of material is not 
overly large. 

We quote from jobbers’ stocks, f.o.b. Chi 


ck 


cent off 


sale of 


cago: 29 gage lap joint eaves trough. $4.75 
per 100 ft.; 29 gage, 2 in., corrugated con- 
ductor pipe, $4.80 per 100 ft in. corru- 
gated conductor elbows, $1.55 per doz. 


Files.—Steady sales are reported at 
unchanged prices. 


We quote from jobbers’ stocks. f.o.b. Chi- 
cago Nicholson files, 50-10 per cent off 
list: American files, 60-5 per cent off list 
Disston files. 50-10 per cent off: Black 
Diamond, 50-5 per cent off . 

Fencing.—Field fencing prices re- 


main at the same figure but ornamental 
is now selling at the recently reduced 
figure. 


We quote from jobbers’ stocks. f.o.b. Chi- 
cago: Lawn fence single space. 36 in.. $9.1 
12 in., $19.26; double space in., $12.54 
12 in., $13.78: field f 10, 12 in 
pacing. 26 in., $25.25: 32 in., $29.50: 





g 


Flint Paper and Cloth.—There is a 
fair amount of business at unchanged 


prices. 

We auote from jobbers’ stocks. f.o.b. Chi- 
o: First quality flint paper, No. 0. $4.50 
ream; first quality emery cloth, No. 9, 
er ream, 

Galvanized Ware.—There are no 

hopeful signs on the horizon for gal- 


vanized ware. Buying remains at a 
very low ebb and there are no indica- 
tions of any change for the better. 
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Prices seem to be no particular magnet; 
people simply are not buying and the 
inertia seems almost impossible to over- 
come. There are no recent price varia- 
tions. Cheaper grades of goods are 
selling better than the first quality 
merchandise. 


Glass.—There is not enough building 
to give a good movement to glass which 
is selling rather slowly at former prices. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 81 per 
cent off; single strength B, all sizes, 81 
per cent off; double strength A, all sizes, 
3 per cent off; double strength b, all sizes, 
83 per cent off; putty in 100-lb. kits, $4.79; 
commercial putty, $4.10; glaziers’ points 
Nos. 1, 2 and 3, one doz., 4 

Hatchets.—Demand remains about 
the same and there has been no recent 
change in price. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Size 2 extra quality broad hatchets, 
$19 doz.; competitive grades, $13 doz.; war- 
ranted shingling hatchets, $14.25 : 





$75c. 






competitive forged shingling hatchets, $9.75 
doz.: cast steel shingling hatchets, $6.5" 
doz. 


Hammers.—tThe — call for good 
hammers is about the same. Cheaper 
grades are selling very well. There has 
been no recent price change. 


\\ auote from jobbers’ stocks, f.o.b. Chi- 
ecavo: No. 11% first quality nail hammers, 
$13.50 per doz competitive forged nail 


hammers, $7.50 to $10 per doz.; cast steel 


hammers, $4 per doz. 

Hickory Handles.—There is just fair 
demand for hickory handles at prices 
which show steadiness. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 hickory axe handles, $4 doz. 
No. 2, $2.50 doz finest selection second 
growth white hickory $6 doz special 
white second growth hickory, $+ a0z.; No. 1 
hatchet and hammer handles, 8 doz.; 
second growth hickory hatchet and hamme: 
handles, $1.40 doz. 


Hose.—The demand is not as keen 
as it was but there is still some sale for 
hose at prices not recently changed. 


We. quote from jobbers’ stocks, f.o.b. Chi- 
cago: % in. good quality molded reel 
15c. ft.; % in. 3 ply duc hose, good qual 
ity, 15c. ft.; % in. 4 ply good quality duck 
hose, 17%4c. ft % in. 5 ply multiple hos 
13c. ft 


} 


< 





Lanterns.—Some future business is 
being booked at prices that show no 
variation. 

We quote from jobbers’ stocks, f.0.b Chi- 
cago: Monarch tin lanterr hot blast, $9.50 
per doz.; No. 2 Dratz cold blast lanterns 
$14.50 per doz vith large founts, $16 per 
doz.: best tubular lanterns 
competition lanterns, No 
per doz 

Ice Skates.—Good is the word to de- 
scribe the business that is being done 
in ice skates. Future orders have been 
sizable and continue to come in. 


$9.50 per doz 
tubular, $7.80 


We qucte from jobbers’ stocks. f.0.b. Chi- 
eago: Men’s and boys’ key clamp rocker 
best steel runners, bright finish, 91c. pet 
pair; men’s and boys’ key clamp rocker, 
steel runners, nickel plated. $1.18 per pair; 
men’s and boys’ key clamp hockey, polished 
cast steel runners, $1.24 per pair: children’s 
extension, 55c. per pair: women’s and girls’ 
half key clamp rocker, $1.15 per pair 
women's and girls’ half kev hockey, $1.51 
per pair 

Nuts and Bolts—Demand is of a 
steady character but there are no heavy 
orders or long time buying. No de- 
velopments in the price situation this 
week. 
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We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Large carriage bolts, 50-10 per cent 
off list; small carriage bolts, 60 per cent 
off; large size machine bolts, 50-10-09 per 
cent off list; small machine bolts, 60-5 per 
cent off list; all stove bolts, 45 per cent off 
list: all lag screws, 6) per cent off list. 

Nails.—Some increase in demand for 
wire nails is noted from some sections. 
Mills report a pick-up in business and 
believe the demand will be active until 


snow flies. 





We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $3.50 per keg 
base. 

Roller Skates.—It is understood that 
slightly lower prices may now be had 


on roller skates. 


HUMANA 


lilies 


FREQUENT PRICE 
CHANGES 


These are the days to read 
your market reports closely 
as there are many price 


NLM 


iT] 


changes being made from 


TENE 


week to week. Business is 
getting back where it be- 
longs and consequently you 
should keep well informed 


on your products. = 


“Uli 


We quote from jobbers’ stocks, f.0.b. Chi- 

igo: Ball-bearing boys’ roller skates, $2.25 
pair: ball-bearing girls’ skates, $2.45 pair. 

Rope.—There has been quite a fair 
sale of rope during the past few weeks 
and indications are that there will be 
demand of fair volume for the rest of 
the month. 

We quote from jobbers’ stocks, f.o.b. Chi- 


eago: Highest qualit manila rope, stana 
ard brands, 17%c¢. to 18%ec. per Ib. base; 
No. 2 manila rope, 16%c¢. to 17¥%ec. per Ib 


base highest quality sisal rope, standard 
brands, 12%c. to 144c, per Ib. base; No. 2 
sisal rope, 11%c. to 13%c. per Ib. base. 

Steel Sheets.—No price change this 
week and none was looked for, as a 25c. 
reduction had been made effective the 
previous week. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28 gage galvanized sheets, $5.90 per 
100 Ibs.; 28 gage black sheets, $4.90 per 
100 Ibs. 

Sporting Goods.—Business continues 
to hold up its head in fine shape and 
the indications are there will be good 
demand right through the football sea- 
son. Baseball demands have not fully 
spent themselves and the golfing re- 
quirements seem to be heavier than 
ever recently. Fishing tackle is an- 
other good line which is moving we!l 
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and promises to attract good business 
for the balance of the summer. Sport- 
ing goods departments are showing the 
healthiest business of any department 
of many hardware stores. 


Stove Boards.—There is some de- 
mand for stove boards for fall selling, 
but they are not moving heavily. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Crystal wood lined square boards, 26 
in., $14.45 doz.; 28 in., $16.95 doz.; 30 in, 
$19 doz.; Crystal paper lined stove boards, 
square, 26 in., $8.15 doz.; 28 in., $9.10 doz; 
30 in., $10.80 doz, 


Sash Cord.—There is a fair amount 
of business in this material and prices 
seem to be holding up well. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard grades, No. 7 sash cord, 
$7.50 doz. hanks: No. 8, $8.65 doz. hanks, 

Screws.—As previously stated the 
leading local jobber has declined his 
prices even further than the market, 
There is a fair amount of small busi- 
ness in all kinds of screws. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Flat head bvight screws, 774-20 per 
cent off list; round head blued, 7 
cent off list; flat head brass, 72! 
cent off list; round head brass, 7 
cent off list; japanned, 70-20 per cent off 
list. 





Tools.—Prices are holding up quite 
well and there is a fair amount of 
business in staple small tools. 


Wheelbarrows.—There is no _ brisk 
business in wheelbarrows but there is 
some sale at all times. Prices have 
been well deflated and there seems to 
be no reason for waiting on buying on 
account of prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wood tray barrows, $3 each; 
common steel tray barrows, $4.50 each; steel 
leg garden barrows, $5.75 each 

Washing Machines.—City sales have 
been quite good and there is some de- 
mand in the rural and other smaller 
sections. Prices remain the same. 

Wire Goods.—No new prices have 
developed since the recent declines. 
There seems to be an improved tone 
in wire goods markets, the demand hav- 
ing shown some increase in the past 
week, 

We quote from jobbers’ stocks. f.o.b. Chi- 
cago: No. & black annealed wire, $3.25 per 
100 Ibs.: galvanized barbed wire, $4.15 per 
100 Ibs.; 12-mesh black painted wire cloth, 
$2.50 per 100 sq. ft.; poltry netting, 40-10 per 
cent off: galvanized after weaving, 40 per 
cent off; catch weight spool galvanized cat- 
tle wire, $4.15 per 100 Ibs.: 80 rd. spool gal- 
vanized hog wire, $3.60 per spool; No. 8 
galvanized plain wire, $3.75 per 100 Ibs 

*aints and Oils.—The important de- 
velopment in the paint and oil field is 
the reduction in white lead of three- 
fourths of one cent per pound. This 1s 
considered an important drop and will 
be reflected in lower prices on mixed 
paints, within a short time, it is said. 
Other items in the raw material market 
show strength, linseed oil and turpen- 
tine both being higher. 

We quote from jobbers’ stocks. f.0.b. Chi- 
cago: Raw linseed oil in barre! lots, - 
fal.; in five barrel lots, 85c. gal.; bolle 
linseed oil in barrel lots, 92c.; in five barre! 
lots, 87c.; strictly pure turpentine, 74c. gal.; 
denatured alcohol in barrels, 50c. gal.; ary 
paste, 7c. per lb.: white lead in 100 Ib. kegs, 
12%c. per Ib.; English Venetian Red, $3.7 
to $8.25 per bbl.; white shellac (4 Ib goods), 


$3.75 gal. 
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Office of HARDWARE AGr, 
410 Unity Building, 
Boston, Aug. 6, 1921. 
ECAUSE so many salesmen are on 
vacation and those remaining have 
doubled up their work, local wholesale 
hardware houses have the appearance 
of being more active than they actual- 
ly are. As a matter of fact, the whole- 
sale shelf hardware firms report busi- 
ness as quieter than it was last week. 
In fairness, it should be explained that 
a very large percentage of the sales- 
men are on vacation, in at least one 
instance the firm having all its sales- 
men out at one time. Those salesmen 
who remain on the job are securing 
business, although orders are of a 
hand-to-mouth character. 
In general, the New England retail 
hardware trade shows little inclina- 
tion to anticipate wants even of the 
usually best selling seasonable goods. 
Largely because of the unsettled con- 
dition of the iron and steel market, 
the impression is practically universal 
among the trade that hardware mar- 
ket values have not reached bottom. 
In so far ash prices are related to the 
raw material, it is commonly admitted 
that values are as low as they can be. 
But the retail trade apparently is con- 
vinced that manufacturing costs can 
and will be brought down by liquidation 
of labor. Some progress in this direc- 
tion has been made already, yet it is 
evident the liquidating movement has 
not spent itself. For instance, the P. 
A. F, Corbin division, American Hard- 
ware Corporation, New Britain, Conn., 
this week announced a reduction in em- 
ployees’ wages averaging from 18 to 
28 per cent. In this instance, how- 
ever, working hours were increased 
from thirty-two to forty a week, con- 
sequently the shrinkage in the work- 
man’s pay envelope will not be as 
heavy as might appear at first blush. 
The attitude of the average retail 
dealer as regards buying of merchan- 
dise is not based on any selfish methods. 
ein turn is daily having it impressed 
upon him by a buying public that it 
expects and demands lower prices. 
Under the circumstances it would 
hardly be expected the retail dealer 
would jump in and buy fall goods re- 
gardless, 
Bolts and Nuts.—Due to the unset- 
tled condition of mill prices, and the 
fact that most New England jobbing 
Ouses are carrying large stocks, the 
market for bolts and nuts continues in 
the buyers’ favor. While no open price 
cutting is going on among the jobbing 
houses, they are meeting competitive 
quotations as encountered when 
liciting sizable orders. 
tan quote from jobbers’ stocks: Machine 
Ad Ghorter nue Cee % x 4-in., smaller 
discount; larger pact i tay pdt A mara 


Cea ry 
Mt discount: with @ T D nuts, 40 per 


ce j . ‘ 
aout discount; tap bolts, list net; common 
arriage bolts 


so- 


A small, 50 per cent discount; 
large, 50 per cent ~ MoM 0 stove bolts, 75 
decomne discount: bolt ends, 50 per cent 

Were; tire bolts, 60 per cent discount. 
i: H P square, blanks, $2.50 per 100 
tapped, $2.25; GC P C and T square, 
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blank, $2.50; tapped, $2; semi-finished hexa- 
gon nuts, 7;-in. and smaller, 70 per cent 
discount; larger, 65 per cent discount; fin- 
ished case hardened nuts, 60 per cent dis- 


count; machine screws, nuts, iron, list; 
macnine screws, nuts, brass, 25 per cent 
discount. 

Bushings. — The local market on 


bronze bushings has been dropped 2c. 
per lb., following a similar reduction in 
producers’ lists. 

Casserole Frames.—One of the larg- 
est manufacturers of casserole frames 
is out with a new price list, which 
shows an average reduction of 15 per 
cent as compared with the previous 





AVA GAUNALI DUAL EAN 


NOT ON SPRING BAR 
BUMPERS 
A reduction appearing in 
the Boston Market report of 
HARDWARE AGE, July 28, in 
regard to a reduction of from 
1 to 25 per cent on bumpers, 
should have excluded spring 
bar bumpers. We are ad- 
vised by manufacturers there 
has been no reduction on this 
style of bumper and none is 
anticipated for some time to 
come. The reduction in our 
columns should have referred 
only to Channel, Diamond 
and round bumpers. 


ny 


. list issued by this firm, and makes the 


announcement that ruling prices are 
guaranteed for the balance of 1921. 
Casserole frames have become a house- 
hold necessity, as is attested by the 
quantity moved on this market annual- 
ly. The jobbers now sell thousands 
where they used to sell hundreds. 
Clocks.—The demand for all kinds 
of clocks continues on a limited basis, 
retail hardware dealers buying three, 
where they formerly ordered in dozens. 
The retail trade is frank to admit it 
expects lower prices, which accounts 
for the buying attitude. Clock man- 
ufacturing plants in New England are 
either operating, but on greatly re- 
duced schedules, or not at all, the pro- 
prietors maintaining orders are not suf- 


ficient to warrant increased produc- 
tion. 
We quote from jobbers’ stocks: 


Common nickeled alarm clocks, $1.16 to 





$2.50 each Wood time clocks, dainty 
assortment, six in a case, $18 per assort- 
ment; less than case, $3.59 each. Large 
wood time clocks, three in case, oak and 


mahogany, assorted, $12.60 per assortment; 





1-qt., 
per 


discount; 
Double 


ft 


pe r 
wired glass, 35c. 
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knives, announcing last June that no 
further reduction in prices would be 
made this year, is out with a new sell- 
ing arrangement, which is known as 
the Zone System, and amounts to noth- 
ing more or less than a grouping of 
certain styles and makes at prices rep- 
resenting an average decline of 10 per 
cent. It is reported the manufacturer, 
due to the lack of new business, was 
forced to take this action. Local job- 
bers have recently picked up some bar- 
gains in pearl handled pocket knives 
that were offered by a manufacturer 
whose plant is operating at not more 
than 30 per cent of capacity. Sales- 
men report the retail demand for 
pocket knives, and, in fact, all kinds of 
cutlery, as very quiet, even for this 
period of the year. The wholesale hard- 
ware trade, during the past week or so, 
was considerably upset by the an- 
nouncement of a chain drug store organ- 
ization of the sale of a certain safety 
razor at 60c. each. This is the price 
at which the jobber bought this style 
razor. Because of this fact, jobbers 
have canceled orders placed with the 


manufacturer. 


Food Jars.—The Stanley Insulator 


Co., Great Barrington, Mass., which for 
some time has been working on a new 
food 
jobbers. 


jar, has placed same with local 


The new product is meeting 


with ready sale. 


We quote from jobbers’ 
$15 each; No. 


cent discount. 


stocks 


No. 604, 


605, 2-qt., $20; less 30 


Glass.—There appears to be a very 


good retail demand for window glass, 
notwithstanding the continued lack of 
new home 
tribute the demand largely to repairs 
made necessary by “Young America,” 
who 
throwing 


construction. Dealers at- 


has a and 


mar- 


baseball 
wholesale 


loving for 
rocks. The 


ket on window glass is practically at 


a standstill. No change in price is 
noted either in a wholesale or retail 
way. 
We quote from jobbers’ stocks 
Window glass., Single A, by the box, 8&2 
per cent discount: Double A, 83 per cent 


Single B, 82 


B, 85 per ce 


per cent 
nt discount 


discount 


Vitro-marble glass: f,-in 80@. per sq 
.: ye-in., 90e. 
Skylight glass: Rough or rolled. 4,-i1 
thick, 18e. per sq. ft.; in. thick 
sq. ft %4-in. thick, 2% per sq 


] 
per sq. ft 


Hammers.—Practically all important 


manufacturers of heavy hammers have 
issued new price lists, which show a 
general 
10 per cent, and making the second re- 
duction since May 1. _ It is 
that local jobbing quotations will have 


reduction, averaging perhaps 


believed 


Ss ‘ ase 50 each. 

les s than case . $4.50 « os h ; been changed before the close of anothe1 
Cooking Ware (Glass).—We quote \weok, but, due to the fact that many 

from jobbers’ stocks: clerks are away on vacations, work on 
We quote from jobbers’ stocks: Casse- peyicions in rice lists is decidedly 

roles, rounds, 1-qt., $1.75 each; 11%4-qt., $2 re s pr! € lists is dec d 

each: 2-qt., $2.50 each. Baking dishes, un- backward. It is believed that a cut 

covered, 1-qt.. $1 each: 1%-at., $1.25 each; jn manufacturers’ prices on pickaxes 

9-qt., $1.50 each Pie plates, 90c. to $1 each. eae whe z 

Cake dishes, %0c. each. Bread pans, $1 to and attocks is in the making. 

$1.75 each Custard cups 25¢e. to 3h« each \V juote from jobbers’ stocks Ham 

Ramée —. 2 on Jobbers’ terms are 30 me, triking and sledge, under 5 Ibs ) 

per cent 0 ™ and per cent discount; 5 Ibs. and over 
Cutlery.—One of the largest New 60 ent discount 


England manufacturers of pocket 





Hose.—Weather conditions 


recently 






ae ay 





. a 
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have been more favorable for the prices considerably above those quoted than anticipated. Everybody admits, 
movement of rubber hose, and retail by the mills to-day. The consumptive however, that business could be better, 
hardware dealers report increased demand is extremely limited. Local We quote from jobbers’ stocks 

sales, ¢ ‘laim is stocks of ¢ ails are more than am- |. £5 

ale ’ although the claim is made that stocks of cut nails are nickel plated, $1.25: nickel plated, h rdened, 







3oys'’ cast steel, bright, t5c. per pair; 

























business is still below normal. Very ple for ail requirements. $1.60; chrome, nickel plated, $2.10. Girls’ 
little of interest has happened in the We quote from jobbers’ stocks: Wire pach et dl fn thy ee Hy cae 
wholesale market since last reports. nails, per keg, T ee Oe rica ioe nickel plated, $2.40. a 
a ; . f.o.b. Boston; cut nails, $4.50 per keg, base. 30ys’ hockey, cast steel ickel plat 
We quote from jobbers’ stocks: Cotton -,. he ' F extras s: » ag here- 4 ie sitet Aye ee career plated, 
MR en rege icy Meontit, “a. 30 ie among schedule of extras same as here $1.25 per pair; hardened, $1.65; chrome 
Rubber hose, 50-ft. lengths, Commercial, ‘ “—, kat (t 
%-in., 10%c. Leader, %-in., 1lc.; %-in., ae = . ~— arias Boot skates (to screw on), cast steel, 
12c.; Olympic (wire wound), %-in., 13%c. . — After we _— about m an nickel plated, 95c. per pair; hardened, $1.50; 
Good Luck, %-in., 14c.; Milo, 5,-in., 15%c. irregular fashion for some time, the chrome, $2.10. f 
Bull Dog, %-in., 18c¢. per ft In 25-ft. market on linseed oil appears to have Sled skates, bright, 60c. per pair 
lengths add %c. per ft settled down, and people who are ¢ yey athe” er ee 
i se 2 _ 7.50 per outfit. 
. “ee aye ars o be : c 
Incubators.—There appeat to well versed in the market say they look Snow Shovels.— Keen competition 







quite a belated buying movement for for no lower prices for some time. among the manufacturers of steel 
immediate shipment going on. One Linseed oil in barrel lots is quoted at snow shovels has brought out seme on. 
salesman alone hawt WOOK beongnt gt. per gallon; in 10-gal. lots at 97c.; tremely low prices for same, and quite 
orders for $4,000 worth of incubators. i, 5 9a]. lots at $1.02, and in I-gal. a large number of the retail dealers 
eine -— — ma. - Sen lots at $1.07. The sharp advance a throughout New England have taken 
opinion that incubators will be diffi- “ue to the reported destruction by fite quirements for next season. Prices 
alk ty abtnie Gils €0l0 cad eent eone of 13,000 barrels on a London dock, named by the manufacturers are all 
cult to sire hii eal ie has been lost, the market now being out of proportion with hardware in 
at prices ruling to-day. back on the basis it was before the general. 

Iron and Steel.—Local jobbers have ise started. In barrel lots turpentine Seenlebievs—The local market 
made a general reduction in iron and jg quoted at 68c. per gallon; in 10-gal. ws nee t ladd fi a hog ‘ * 
steel, amounting to 10 to 25 cents per lots, 78c.; in 5-gal. at 83c., and in pag Ms — & — r per ho : 
cwt., based on quotations now named l-gal. at 88c. that aay el sl miesiied - int 
by the mills. Local stocks are getting Local jobbers’ prices on oils, ete. per prices by the Paris Mfg. Co., Paris, Me. 
down to small proportions. One job-  gajion. follow: Suaetnhen Alice deena & ‘ dace ; 
ber this week had to buy 26 sizes, and Oils Alcohol, etc. | Pree ciandieniie® on to thine ‘- 


































others are constantly in the market to Castor = arsenals $1.30 Denatured +++ 690.69 pote te! . O bagylone b 
> < YuUMNGCr .sccsee . OOG csssvasvue P ay" s © quanti- 
fill out stocks. Purchases, however, ‘jira ....).01."! 7 ie aan ra og ers co — ; é , jua 
are in small amounts, jobbers as a_ Linseed ........ 1.07 Benzine ..... .31-.34 ties, but a large number of orders are 
1.25 Turpentine .... .88 booked each day. The local market | 


Neatsfoot ...... 









































rule buying in one-ton lots, where they c 
would usually buy in five. Paints.—Recently, local wholesale on the best grades of putty is about le. 
We quote from jobbers’ lists distributors of mixed paints cut prices and on the common grades '/,c. lower. 
lron.—Refined, $2.83 per 100 Ib. base; % 40c. to 60¢c. per gallon. Jobbing prices Oxalic acid is fully 2c. lower than here- ( 
Fe ae Tee Te: Wastu ison $3. Norway to-day, as compared with the peak, are tofore. t 

iron rounds, %4-in. to 2%-in., $7.10 base all of $1.50 a gallon lower. The de- Putty (best), in 125-lb. drums, 7c, per 
“we be age og Picea 63 per 100 Ib mand for mixed paints holds up re- =, peering dete ete ent ne Bc n 
base: flat, $3.83 to $3.93: concrete bars, markably well, but buying by dealers, per Ib. be 
plain, $2.03; twisted. | $2.50, angles. cto, especially the hardware trade, is lim- Watches.—The demand for watches ui 
$1.20 to $4.70: open-hearth spring steel, ited to absolute requirements, there be- is no better than that for clocks, ae- st 
secton ge agg ha 9d sca oo: Pig ing no anticipation of wants. cording to the jobbing trade, and every- ar 
cold, rolled steel, "$4.15 to $4.65: toe calk Rakes.—The Rugg Mfg. Co., Green- von cj ane = bi supe hg > ke 
: Quantity diffe rentials, lots under 1600 th. field, Mass., is out with next season’s poe y ok a te aoe a iting ish 
of ® aise, 35c ber 100 Ib; lots of 1000 lb. prices on hay and lawn rakes. Until eed : ee ee ond a the pe 
peed FE nil fi ve time i local jobbers have received price lists peu from esp aoe eee i. 
Pi cg pe Meescod a Besse ae por wd from other manufacturers, no change 4 gn Sy at the latter must bu} es 

. : in the local market will be made. , j p 
quoted on dry lead and colors in oil, ; We quote from jobbers’ stocks: Watches low 
the decline amounting to 4c. per Ib. Russell & Erwin Goods.—The Rus- a oe oe 15 to Se This 
The demand is more or less limited, sell & Erwin Mfg. Co., New Britain, jo \cied models, $3.15 to $6.65 each: Leonan! mill 
and stocks are understood to have ac- Conn., adjusters, etc., have issued a new watches, $1.10 each; Motor watches, $1! and 
cumulated in producers’ hands, which price list, mee rath 
accounts for the price reduction. Secrews.—The market for machine ee Keep 
dan aban toes tol Ca ae screws is unsettled. Two and 3-gage New Price Schedule 

12lm Ib. 25-50 1b. 1001b.. 2r@ unchanged in price, but 4-gage and iit ‘o.. Sal Mass., bas 

tie: citi 123 121 12% higher, rolled thread, are approximate- ==“ ve samp Co., Sa —_ wee i 

te, dry 12%, 12 12% ly 20 per cent lower. The same varia- "ecently prepared a new standar He 

Poscy : com - 43 +H tions appear in local jobbing quota- cnegue book which illustrates peer 

3 sie 7 ‘tions on brass machine screws. The de- %¢Tibes the lamps of its manula 





including regular B (tungsten vacuum) 
and C (tungsten gas-filled) lamps, 
round bulb, tubular, candelabra, §1%" 
country home lighting, Daylight, elec: 





Mari ardware.—A Middletown : 
( larine — ‘ f sien cand. mand for machine as well as wood 
onn., é é or oF ma arda- : saan f j 
i. ; screws is limited to small quotations, 
ware is out with a new discount sheet. 
and stocks are reported as accumulat- 









It is taken for granted other manu- ing in manufacturers’ hands 
factur f this class of merchandisé Shell: The loc: , ; tric street railway, train lighting, ste 
will make new price list announce- Shellac.—The local market on light series and locomotive headlight lamps 
ments n the near future. Job- Orange and ordinary orange shellac is 

5c. per Ib. lower. Quotations on white ee 






Keyser, W. Va.—W. A. Liller, : 
Mineral Street, is building a new s# 


bers’ quotations undoubtedly will be 
building, which will be ready for © 


the immediate future. 





changed witt ee shellac remain yg = 

rae demand for all three grades is fair, 

Nails.—It now develops that local ‘ --? 

: . but spotty. age 
stocks of wire nails are heavier than - oe lobbers’ stocks: Shellac CUPancy within a short time. 
1 | ° 2 e quote rom jobbers Stocks: - Olle 

generally believed, and that jobbers in gums, light orange, 90c. per Ib.; ordinary —_—__— , 
practically every instance stand to orange, 70c.; white bleached, 8c. MARSHFIELD, Wis.—P. J. Schaelél 
lose money in this department of the Skates.—Preliminary orders for ice has retired from the Marshfield pe 
hardware market, in view of the fact skates received by jobbers during the ware & Auto Co., wholesalers and! 
that stock on hand was purchased at past week have been more satisfactory  tailers. 
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Oftice of HARDWARE AGe, 
1002 Park Building, 
Pittsburgh, August 8. 

MHE happening of events outside the 

stee] industry, rather than those 
directly connected with it, are having 
the most to do with the better feeling 
in the industry, and which has con- 
tinued in the past week, but has not 
increased to any visible extent. The 
opinion is strong that the worst of the 
depression has been passed, but it is 
going to take a long time to put the 
steel] business back to normal condi- 
tion, and as in the past, now that some 
betterment has come, and sentiment is 
more cheerful than for some time, this 
is being seized on by the daily press, 
which is strongly inclined to magnify 
the actual improvement, which so far 
is only slight. It is true that steel 
plant and finishing mill operations are 
better, possibly up to a 30 per cent 
basis, but this is due not so much to 
large increase in orders, but to an ac- 
cumulation of orders grown to such 
size as to warrant the starting of some 
mills that have been down for some 
weeks, A month ago steel mill opera- 
tions were not above a 20 per cent 
average operation, to-day they are 
nearer 30 per cent, but whether this 
higher rate will be maintained is some- 
what doubtful. It will depend entirely 
on how orders come in over the next 
two or three weeks. 

Prices in the past week have shown 
no radical changes, and in the main are 
being held fairly well. At the same 
time it is quite likely that if any large 
steel tonnage came in the market, what 
are regarded as  to-day’s minimum 
prices would be shaded by at least some 
sellers. Makers of pig iron, semi-fin- 
ished steel and finished steel products 
apparently are not paying much atten- 
tion to actual costs, and in most cases 
are selling their products at prices be- 
low what it is costing to make them. 
This is not being done because the steel 
mill operators are hard up for money 
and have to operate their plants, but 
rather to hold their customers, and also 
keep their organizations together. Fig- 
ures printed last week show that the 
sutput of pig iron in July was only 
364,555 tons, the lowest output of pig 
ron in any one month since December, 
1903. The July output was at the rate 
of about 10,000,000 tons per year, and 
as the capacity of the country for mak- 
ng pig iron is at the rate of close to 
4,000,000 tons per year, these figures 
show very clearly how the pig iron and 
‘el business of the country has 
shrunken during the present depres- 
— eeeres, there is no doubt that 
— time on there will be a grad- 

,, ein In output, not only in pig iron, 
the tar steel products as well. In 
“~ Many months since the steel de- 
Pression started, there has been a 
lea on stocks of everything, 
ily > ellen been doing on stead- 
ste] » eae the country is barer of 
Stocks of all kinds than it has 
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ever been in its history. 
the grain and other crops 





will 


are unfit for use. 
car repairs by some of the 


thousands 
forms. 


of tons of steel in 


and that were held up 
lower prices, 


waiting 


for some time. 


dicted that by next spring the 


time before the steel and finishing 
mills will witness anything like the ac- 
tivity that prevailed for about 18 


months after the war closed. 


In the hardware trade, conditions are 


only fairly satisfactory. The 


not created any alarm. 


move promptly. These lists get 


business with his customers. One such 
list sent out recently shows the supply 
house that sent it out has on hand 167 
doz. of a certain article that would last 
a large jobber for five years or more. 
This shows faulty buying on the part 
of this house, or else an abounding 
faith that the abnormal demand for 
goods that lasted for some time after 
the war was over was going to last 
forever. 

Not much change in the hardware 
trade here is looked for this month, 
but it is expected that early in Sep- 
tember goods will commence to move 
out more freely and that the volume of 
business will show steady betterment. 

Automobile Accessories.—As noted 
in our report last week, the demand for 
tires and tubes is quite active, but for 


other accessories is only fair. Prices 
on the smaller accessories are being 
cut more or less. 

Local jobbers quote general acces- 
sories as follows: 

Reliance jacks, No. 1, $2.38: No. 2, $3.33 
in lots of 12; A. C. Titan spark plugs, 65« 
in lots up to 10, and 58e. in lots of from 


10 to 100; Derf spark plugs, 96¢. each for 
all sizes, in lots less than 50; Champion X, 


50c. each for less than 100, and 48¢. each 
for over 100; Champion regular. 58¢. each 
for less than 109, all sizes, and 56e. each 
for over 100. 


In addition, 
soon 
commence to move, and this means that 
the railroads will need all the rolling 
stock they can get, and they will have 
to repair thousands of cars that now 
Already some good- 
sized inquiries are in the market for 
leading 
railroads, and these will use up many 
various 
In addition, some enterprises 
that will take large quantities of steel, 
for 
cannot be put off much 
longer, and will soon be in the market. 

It is firmly believed that from now 
on there is going to be steady better- 
ment in the steel trade, but it will be 
slow, and its full force will not be felt 
It is confidently pre- 
steel 
business will be in pretty good swing 
again, but it will take a still longer 


volume 
of business in July showed a large fall- 
ing off as compared with two or three 
months, but this was expected and has 
The jobbing 
hardware in the Pittsburgh district is 
being disturbed to some extent by the 
putting out of stock lists by local sup- 
ply houses, and which show that some 
of these supply houses have very heavy 
stocks of some kinds of goods on hand, 
and which they are very anxious to 
into 
the hands of the retail trade, and make 
it doubly hard for the jobber to do 


thread, 


50, 10 and 2% pe 


new 
issued by the makers for the 1922 sea- 
son that will show material reductions 
over the prices for this year. 








Auger Bits.—The Irwin Auger Bit 
Co., Wilmington, Ohio, effective from 
Aug. 1, has revised prices on its full 
line of Irwin auger bits, the trade dis- 
count now being 25 and 5 per cent off, 
showing a decline in prices of about 
12, per cent. The demand is reported 
fairly good. 

Bicycles.—Last week leading bicycle 
makers held their annual convention at 
Atlantic City, and it was quite largely 
attended. Trade matters and the out- 
look for the bicycle trade in 1922 were 
very fully discussed, and plans made 
for the campaign next year in this 
trade. It has always been the plan of 
the bicycle makers to announce their 
prices for the coming year immediately 
after their convention, and for this rea- 
son the new prices for 1922 are ex- 
pected to be given out within the next 
week or two. Next year prices are ex- 
pected to be materially lower than this 
year. 

Bolts and Nuts.—The market on nuts 
and bolts is unsatisfactory, both from 
the standpoint of prices and demand. 
The volume of business is light, the 
trade buying only in small lots to meet 


current needs, while prices are more or 


less shaded. It is said that outside mak- 


ers are shading prices materially, and 


this compels local makers to do the 
same in order to hold their trade. 


Rivets are also very weak, structural 


rivets in large lots selling as low as 
$2.50, while boiler rivets have sold at 
$2.60 per 100-lb., small rivets selling 
in fair-sized lots as low as 70 and 5 off 
list. 
from stock are about as follows: 


Discounts from jobbers on orders 


Common or Empire carr bol l 
small, 60 and 5 per cent; common 


x Impire carriage bolts, cut 


age 


cent 


common or Et 

arriage bolts, cut thread, large, 50 and 10 
per cent; machine bolts, roll thread, small, 
with square head and square nut, 60, 10 and 
’% per cent machin bolts. cut thread 
emall, with square head and squa 1 t 
nd 5 per cent; machine bolts, cu 
large with square head and sqtiare 
no, 10 and 2 per cent G I’ i 
60 and 5 per cent; Empire tire bolts. ¢ per 
cent; plow bolts, Nos. 1, 2 and 3, 50 and 1 
per cent: plow bolts, No 4.5.6 an ;, add 
20 per cent extra; stove bolts, in packages 
75, 10 and 10 per cent; stove bolts, in bulk, 
75, 10, 10 and 2% per cent: rivéts in 
diameter and smaller, 65 per cent 

Builders’ Hardware.—As_ noted in 


our report of last week, there has been 
a reduction of 10 per cent on the entire 
line 
hoped to be able to give the new prices 
this week on the staple lines but they 
are not yet quite ready. 


of builders’ hardware. We had 


Butcher Knives.—There has been a 


reduction of 10 per cent on the entire 
line of Wilson butcher knives. 


Farmers’ Tools.—About Aug. 


prices on farmers’ tools will 


15, 
be 


Iron and Steel Bars.—What is known 


as the “official” price on steel bars has 
been put at 1.75c., Pittsburgh, at mill 
for large lots. However, this is not the 
minimum of the market, as sales have 









Et cat 


2h eral St tess 


84 


been made as low as 1.65c. at mill. Job- 
bers report the demand quiet, and 
mostly for small lots to cover actual] 
needs. 

Iron Cut Nails.—The demand for 
iron cut nails in this market is only 
fair, new buying being mostly in small 
lots for prompt needs. Jobbers are 
holding iron cut nails at about $4 base 
per keg for delivery from store. 

Iron and Steel Pipe—The demand 
for steel tubular goods is a little bet- 
ter, but is still very far short of being 
large enough to give the mills full 
work, they running only to about 25 
per cent of capacity. The large oil 
companies have pretty heavy stocks of 
line pipe, and are not buying much, 
drawing their needs largely from these 
stocks. Jobbers say the prices as 
adopted on July 7 are being quite well 
held. The new demand for iron and 
steel boiler tubes is only fair, the loco- 
motive and boiler shops, the leading 
consumers, not having much work on 
hand, and consequently not buying 
very heavily of tubes. For smal] lots 
from store jobbers now quote: 

Butt Weid Lap Weld 


Bk. Galv. 3k. Galv. 
EPCOT ee 161% 21% ‘te 
% to % 1914 23 
1% 5b 40 
Si mime ac 59% 45 
a FO BS. 000 61% 48 eet : 
Tbe scans iG 191% 354% 
2% to 6 531% 59% 
Ge a re" 17%, 32% 


Discounts on full weight iron pipe 
in less than carload lots are as follows: 


sSutt Weld Lap Weld 
Bk. Galv. Bk. Galv. 
% and *%% LR 34% 
a: Daaaw aa 21% -Ed 
Be ons netstees 291% 121% 
1 to 1! 311 14% sli aaile 
Dh ave Cee karne - 241% &1 
214 to 6 2714 121, 
Y OO Boiss 231 8% 
The 1. c. 1, price applies to all shipments 
from stock, regardless of quality. 
Discounts on steel boiler tubes in less 
than car load lots are now as _ follows: 
1% in., 17% per cent off list; 2-in. and 24%- 
in., 32 per cent off list; 2% to 3-in., 43 per 
cent off list; 3% to 13-in., 48 per cent off 
list. 


Oil Heaters.—The Cleveland Metal 
Products Co. has issued a new list of 
prices on oil heaters that shows a gen-- 
eral reduction of about 10 per cent. 
The new prices are as follows: No. 525, 
$6.75 each; No. 530, $8.25 each, and No. 
550, $8.50 each. The trade discount on 
these goods is about 25 per cent. 

Oil Cans.—Prices on galvanized oil 
cans of 1, 2, 3 and 5 gal. capacity have 
been reduced 10 per cent. 

Paints and Supplies.—Reports have 
been current that a heavy reduction in 
prices on paints and painters’ supplies 
was to be made about July 28 or 29. 
Nothing is known of this here. Local 
dealers say that the only reduction so 
far made was the one we noted in our 
report of last week, and which on ready 
mixed paints amounted to 50c. per gal. 
The demand for these goods has fallen 
off a good deal, and July was not nearly 

as good a month as June. Prices are 


unchanged. 

Jobbers are now quoting the smaller trade 
as follows: Ready mixed paint, $3.75 per 
gal.; standard grade linseed oil, 78c. per 
gal., and white lead, $12.25 per 100 Ib. 


Stucco 4-in. brushes remain at $4 each 
at retail; putty is down and is now quoted 
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at $1.10 for 12% lb., $2 for 25 lb.; sand- 
paper remains at 30-10 per cent off list; 
prices on 
grades being quoted at $3 per gal.; medium 
grades, $3.50 and the higher grades, $4.25 


shellac are lower, the cheaper 


per gal. No changes were made in plate 
and window glass. ! 

Plate glass, less than 5 sq. ft. is 78 per 
cent off, over 5 sq. ft. 80 per cent off. 
Window glass, single strength, A and B, 
is 82 per cent off list; double strength, A, 
is 83 per cent off, and double strength, B, 
85 per cent off list. Standard _srades of 
varnish, inside finish, are $3.15 per gal. 
and for outside finish, $4.20 per gal. 

Rules.—The Stanley Rule & Level 
Co., New Britain, Conn., have an- 
nounced a reduction of about 10 per 
cent on boxwood and folding rules. 

Planes.—Sargent & Co., New Brit- 
ain, Conn., have announced a reduction 


of about 10 per cent on wood and iron 
planes. 

Sheets.—Prices on sheets seem to 
have settled down to the basis of 2.40c. 
for blue annealed, 3c. base for black, 
No. 28 gage, and 4c. base for galva- 
nized, these prices applying on large 
lots at mill. The demand for sheets 
is said to be better than for some time, 
and jobbers believe that prices are now 
pretty close to bottom, and are dis- 
posed to carry larger stocks. 

Jobbers have given the benefit of these 
lower prices to their trade, and are now 
quoting blue annealed sheets at 2.50c. to 
2.75¢c.; No. 28 gage black sheets at about 
3.50c., and No. 28 galvanized sheets at 
41.50c. trom stock. 

Sad Irons.—It is expected that this 
week new and lower prices on Mrs. 


Pott’s sad irons and also on other pop- 
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Office of HARDWARE AGE, 
538 Guardian Bldg. 
Cleveland, Aug. 8. 


pie with retail dealers in 


this city is rather slow, but the 
volume of sales is close to normal for 
the midsummer season. Sentiment is 
better than a few weeks ago, and deal- 
ers look for a fair volume of sales in 
September. Jobbers report that or- 
ders are holding up fairly well, partic- 
ularly with country merchants. Coun- 
try districts are not suffering from the 
period of unemployment that is affect- 
ing business in the large industrial 
centers. 

Prices continue their downward 
movement, although changes are not 
numerous from week to week. Re- 
tailers report that considerable irregu- 
larity has developed in jobbers’ prices, 
owing evidently to the fact that dif- 
ferent jobbers are naming reduced 
prices on various items on which they 
are overstocked and close buyers are 
shopping around to find the lowest 
prices. Jobbers as a rule are getting 
their stocks in a better balanced shape 
than they have been since pre-war days. 
Some of the retailers, although as a 
rule they are not overstocked, are fol- 
lowing the market closely and are im- 
mediately giving their customers the 
benefit of price reductions made by 
manufacturers and jobbers. Price re- 
ductions made since our last report 
include builders’ hardware, auger bits, 
garbage cans, galvanized sheets, lock 
washers, machine screws and zigzag 
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ular makes will be announced. The 
reduction is expected to average 10 per 
cent or more. 

Wheelbarrows.— New and lower 
prices have been sent out on steel tray 
wheelbarrows, showing reductions of 
10 to 15 per cent. 

Wire Products.—The demand for wire 
and wire nails is holding up better and 
is larger than on most other steel 
products. Jobbers report they are hay- 
ing a good trade in these, and have to 
replenish their stocks quite often, 
Prices are also holding firm. The 
Pittsburgh Steel Co. has started up its 
wire and wire nail mills at Monessen, 
Pa., which were idle for some time, 
Other plants that make wire and wire 
nails are running to larger capacity 
than for some time. Jobbers quote 
from stock to the retail trade as fol- 
lows: 


























Wire nails, $3.10 base per keg; galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking an advance 






over this price of $1.25 and shorter than 1 
in., $1.75; bright Bessemer and basic wire, 
$2.75 per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.75; galvanized wire, $3.35; galvan- 
ized barbed wire, $3.75; galvanized fence 
staples, $3.75; painted barbed wire, $3.25; 
polished fence staples, $3.15: cement-coated 
nails, per count keg, $2.70: these prices 
being subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days. 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 
6914 per cent for 1000-rod lots, and 66 to 
681% per cent for small lots, f.0.b. Pitts- 
burgh, 
























rules. White lead has declined and 
more manufacturers have reduced paint 
and varnish prices. Prices on gal- 
vanized ware are very irregular. One 
manufacturer is selling common galvat- 














ized pail to retail trade at $1.95 per 















' 
| 
doz. for 10-qt., $2.15 for 12-qt., $2.50 | 
for 14-qt., $3.50 for 16-qt., and $492 { 
for high quality medium weight pails. ¢ 
Aluminum and Enameled Ware— 
The Cleveland Metal Products Co. has h 
made a 15 per cent price reduction p 
aluminum ware and a 10 per cent price h 
reduction on enameled steel ware. i 
Automobile Tires and Accessories— fe 
The demand for tubes and casings ¢0l re 
tinues active, both jobbers and retall . 
ers reporting a good volume of sale 
Leading tire manufacturers in Akro! a 
are operating their plants close to fu! b 





capacity. Jobbers report the demand 
for accessories rather slow, owing e' 
dently to large stocks still in the hands 
of some of the dealers. A good & 
mand is expected for headlight lensé 
as a result of the new law regulatim 
lenses that will be placed in effect a 
Ohio Aug. 16. Accessory prices “ 
unchanged. 




































bd 

We quote from jobbers stocks $7 
Cleveland: Reliance jacks, No. |, 5 spark 
2, $3.33, in lots of 12; A. ©. Titan ty 
plugs, 65c. in lots up to 1", ind 58e. ae 
of from 10 to 100; Derf spark plugs 'y 








each for all sizes, in lots iS ae 
Champion X, 50c. each for less | - sat 
and 48c. each for over 100; ‘ hae sizes 
Jar, 58c. each for less than 100, 4 

and 56c. each for over 100 


Axes.—Jobbers are still etn 
few orders, but most of the busine® 
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for fall delivery has been piaced. Prices 
are unchanged. 


Jobbers quote: First grade single bitted 
axes, handled, $21 per doz.; unhandled, $17 
per doz.; double bitted axes, handled, $26.50 


per doz.; unhandled, $22.50 per doz.; sec- 
ond grade axes, single bitted, handled, $19 
per doz.; unhandled, $16 per doz.; double 
pitted, handled, $24 per doz.; unhandled, 
$21 per doz. 


Auger Bits—The Irwin Auger Bit 
Co, Wilmington, Ohio, has made a 
sharp reduction in prices on auger bits, 
which are now quoted at 25 and 5 per 
cent off list. 

Binder Twine.—While the heavy buy- 
ing is over, there is still some demand 
for binder twine for tying corn. Prices 
are unchanged. 

Jobbers quote binder twine at $7.25 per 
bale of 50 lbs. for shipment from factory, 
and $7.37% for shipment from stock. 

Barb Wire.—The call for barb wire is 
rather light at present. Prices are be- 
ing maintained at the reductions re- 
cently noted. 


We quote barb wire from jobbers’ stocks 
in 80-rod spools as follows: Cattle wire, 
$3.45; hog wire; $3.70; American specials, 
$2.65. 


Builders’ Hardware.—Jobbers have 
marked down prices on builders’ hard- 
ware following reductions made _ by 
manufacturers during the past few 
days. These reductions amount to from 
10 to 15 per cent and cover butts and 
hinges, sash locks, cupboard trimmings 
and some designs of door locks. 


Bolts and Nuts.—The bolt and nut 
market is weak and some manufactur- 
ers are making price concessions of 
from 5 to 10 per cent. However, there 
is no change in jobbers’ prices. The 
demand is rather slow. 

Jobbers quote: Large machine bolts, 55 
and 10 per cent off list; small machine 
bolts, cut thread, 55 and 10 per cent off 
list; rolled thread, 60 and 10 per cent off 
list; carriage bolts, large and small, cut 
thread, 50 and 10 per cent off list; rolled 
thread, 55 and 10 per cent off list; hot 
pressed nuts, tapped, $3.15 off list; blank, 
$3.40 off list; semi-finished nuts, small, 


80 per cent off list; large, 70 and 10 per 
cent off list. 


Brushes.—Some manufacturers who 
had not previously announced new 
prices on paint and varnish brushes 
have made reductions of from 5 to 25 
per cent from this season’s prices. Job- 
bers have commenced to take orders 
for next spring delivery and are guar- 
anteeing the new prices up to March 1. 

Canning Equipment.—Jobbers report 

4 good demand for cold pack canning 
equipment, canning racks, fruit cans 
and jar rings. 
Cider Mills.—Sales of cider mills by 
jobbers have fallen off this year as 
compared with a year ago, owing to the 
fact that the apple crop is expected to 
be rather light. 

Eaves Trough and Conductor Pipe.— 
A slight further reduction has been 
made on eaves trough, conductor pipe 
and ridge roll, 

Jobbers quote eaves trough, 
per cent off list. Conductor pipe, crated 


and nested, 71 per cent off list. Ridge roll, 
4 Der cent off fist. 


_Fence.—Sales of fence are rather 
light at present. Prices are being main- 
tained at the recent reductions. 


gy Cbbers quote fence f.o.b. Pittsburgh at 
Per cent off list for carloads for mill 


crated, 78 
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shipment and 68 per cent off list for less 
than carloads, mill shipment. 

Food Choppers.—There is a fair de- 
mand for food choppers for fall deliv- 
ery and no changes in prices have been 
made for several months. Present 
prices are about 15 per cent lower than 
those that prevailed a year ago. 

Garden Hose.—Jobbers are taking a 
few orders for garden hose for next 
year’s delivery at the prices recently 
announced. There is also still some de- 
mand for garden hose for early ship- 
ment. 

Glass Baking Ware.—Jobbers report 
a fair demand for Pyrex glass baking 
dishes and a very active demand for 
mountings for these dishes. 

Galvanized Ware.—A slight reduc- 
tion has been made on galvanized pails, 
but prices on these are very irregular. 


Other prices are unchanged. The de- 
mand for galvanized ware continues 
rather slow. 

Jobbers quote galvanized tubs with 


wringer attachment, No. 1, $7.50 per doz.; 
No. 2, $8.50 per doz.; No. 3, $10.50 per doz. 
12-qt. pails, $2.65 per doz.; Red Band pails, 
$6.50 per doz. 

Garbage Cans.—Prices on garbage 
cans have been reduced 10 per cent by 
several manufacturers. Jobbers quote 
No. 03 garbage cans at $12 per doz. 

Handles.—The demand for wood han- 
dles is only moderate. Jobbers’ prices 
are unchanged. 

Jobbers quote 
Co.’s hay and 
out ferrules, 


American Fork & Hoe 

manure fork handles with- 
as follows: X grades, 4 ft. 
handles, $3.50 per doz.; 4% ft., $3.85 per 
doz.; 5 ft., $4.50 per doz.; XX grade, 4 ft., 
$4.10 per doz.; 4% ft., $4.35 per doz.; 5 ft., 
$5.50 per doz. Shovel handles: X grade D 
shovel handles, $6.25 per doz.; long handled 
shovel handles, X grade, $5 per doz. Hoe 
handles, X grade, $4 per doz.; No. 1 grade, 
$2.25 per doz. Single and double bit axe 
handles, XXX grade, $5.25 per doz.; XX 
grade, $4.25 per doz.; X grade, $2.60 
doz. 


Ice Cream Freezers.—Jobbers are 
still selling quite a few ice cream 
freezers for early delivery and have 
most sizes in stock. Sales during the 
present season have been very heavy. 
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Jobbers quote ice cream freezers as fol- 
lows: White Mountain, 2-qt., $4.05; 3-qt., 
$4.85; 4-qt., $5.75; 6-qt., $7.25; Lightning, 
2-qt., $3.58; $4.26; 4-qt., $5.32; 6-qt., 
$6.55; 8-qt., $8.52; Auto Vacuum Freezers, 
2-qt., $4; 4-qt., $6.75. 


Lawn Mowers.—No prices for lawn 
mowers for next season have at yet 
been announced, although usually the 
prices are named not later than Aug. 1. 
Jobbers are looking for the new prices 
shortly. 


Nails and Wire.—Nails and wire are 
firm at the recent price reductions. 
The demand is rather light. Jobbers’ 
orders for the most part are for small 
lots to replenish stocks. 

Jobbers quote nails at $3.25 per keg for 
less than car lots for stock shipment; $3.10 
per keg for less than car lots for mill 
shipment; $2.85 per keg for car lots for mill 
shipment. For shipment from stock jobbers 
quote No. 9 annealed wire, $3 per 100-Ib.; 
No. 9 galvanized wire, $3.50 per 100-Ib.; 
cement coated nails, $2.90 per 100-lb.; gal- 
vanized staples, $3.90 per keg. 

Lock Washers.—Prices on lock wash- 
ers have been reduced 20 per cent. 

Poultry Netting and Wire Cloth.— 
There is practically nothing doing at 
present in poultry netting and wire 





o% 







cloth. No information has as yet come 
out as to next season’s prices. 


Jobbers quote as follows: Poultry netting, 





45 per cent discount f.o.b. Pittsburgh for 
mill shipment and 40 to 40 and 5 per cent 
discount for shipment from stock; for gal- 
vanized weaving black wire cloth, $2.75 per 
100 sq. ft. for shipment from stock, and 
$2.50 f.0.b. Pittsburgh for mill shipment; 
white metal and galvanized wire cloth, $3 
per 100 sq. ft. for mill shipment and $3.25 
for stock shipment; bronze wire cloth, $9.25 


per 100 sq. ft. 

Paints and Varnishes.—A price re- 
duction of from 15 to 20 per cent on 
mixed paints and varnishes made by a 
Cleveland manufacturer and announced 
in our last report has been followed by 
similar reductions by other manufac- 
turers. The price reductions on var- 
nishes range from 50c. to $1 off list, 
the present regular discounts being un- 
changed. Colors in oil have _ been 
slightly reduced and new list prices on 
these are expected in a few days. Lin- 
seed oil and turpentine are slightly 
higher, and white lead has declined 3c. 
a |b. 


Jobbers quote best quality mixed paints 
at $2.60 a gal. for colors and $2.75 for 
white. Turpentine, 76%c. per gal. in bbl. 


lots; linseed oil, 87c. per gal. in bbl. lots; 
best quality of white lead, 12%c. per Ib. 
in 100 lb. kegs. 

Rope.—It is now between seasons in 
the rope market and sales are light. 
Prices are unchanged. 

Jobbers quote best grade manila rope 
at 15%c. per Ib. for mill shipment and 
164c. per lb. for stock shipment, and sisal 
rope at 15c. per Ib. from mill and 15%2e. 
per lb. from stock 

Robes and Blankets.—Jobbers have 
attempted to get further reductions in 
prices on robes and blankets but with- 
out success and are now making ship- 
ments on orders placed earlier in the 
season. Price reductions were made 
about June, and apparently no further 
reductions will be made on goods sold 
for this season’s delivery. 

Rules.—A price reduction of 121 per 
cent has been made on the Lufkin line 
of zigzag rules. 

Steel Sheets.—The sheet market is 
weak and mill prices have been re- 
duced. A number of mills are selling 
sheets at 3c. for No. 28 black, 4c. for 
No. 28 galvanized and 2.25c. for No. 10 
blue annealed. Jobbers’ prices have 
been reduced $6 a ton on galvanized 
sheets, but other grades are unchanged. 

Jobbers quote sheets at 4.25c. for No. 28 


black; 4.95¢c. for No. 28 galvanized; 3.40c. 
for No. 10 blue annealed. 
Screws.—A price reduction of 20 


per cent has been made on machine 
screws, which jobbers now quote at 80 
and 10 per cent off list for flat and 
round head iron 


screws. Prices on 
wood screws are unchanged. 
Jobbers quote screws as follows: Flat 


head, bright, 75, 10 and 5 per cent off list; 
round head, blued, 75, 10 and 5 per cent off 
list; round head nickel, 65 and 10 per cent 
off list; flat head brass, 70, 10 and 5 per 
cent off list. 

Solder and Babbit Metal.—Jobbers 
have made a price reduction of lc. a 
lb. on solder and babbit metal. 

Stove Pipe and Elbows.—The demand 
for stove pipe is not active, as most of 
the retailers placed their orders earlier 
in the season, 


Jobbers quote prices as follows, for ship- 
ment out of stock, six in. Security pipe, 
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28-gage, blued, $4 per crate; 26-gage, blued, 
$4.60 per crate; elbows, 28-gage, $1.50 per 
doz. 

Saddlery Hardware.—Prices on sad- 
dlery hardware, including snaps, rings, 
buckles, harness trimmings, etc., have 
been reduced 10 per cent. 

Vacuum Cleaners.—Sales of vacuum 
cleaners are light at present, as this is 
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between seasons. Prices are un- 
changed. 

We quote the Apex vacuum cleaner at 
$52.50 retail price, subiect to a discount of 
approximately 30 per cent to dealers, 
depending on quantities, and the Royal 
cleaner at $67.50 with attachments and $55 
without attachments, retail prices, and $36 
and $32 to dealers, dealers’ prices, however 
depending on quantities. 


TWIN CITIES 


3725 Colfax Ave. So., 

Minneapolis, Minn., 

Aug. 3, 1921 
Bye usual summer lull in business 
conditions continues. Although 
some dealers claim to see signs of some 
improvement it has not become gen- 
eral. There should, however, be a de- 
cided improvement within the next 
three or four weeks. Weather condi- 
tions are much more favorable as the 

extreme hot spell has been broken. 

Jobbers report a slightly better in- 
terest is being shown by country deal- 
ers in getting their stocks in shape for 
the fall trade which should open up a 
little later on. 

There are a few price changes being 
made from time to time but all changes 
have been very gradual, so that with 
careful buying it is not necessary for 
any dealer to suffer any serious losses 
on any of these declines. 














Reports of business conditions in 
general indicate that they are no bet- 
ter than with the hardware dealer, but 
that from every indication there should 
be a gradual improvement from this 


time on. 


Builders’ Hardware.—The sales of 
builders’ hardware continue very good 
in the Twin Cities and is showing some 
improvement in the territory in gen- 
eral. The volume of builders’ hard- 
ware sales is running proportionately 
higher than most other departments in 
the larger stores. Indications are that 
this will continue as building conditions 
remain good and many building per- 
mits are being taken out daily. 

Axes.—The sales continue of rather 
small volume as is customary at this 
season of the year. Stocks are ample 
and prices show no change. 


We quote from local jobbers’ stocks: 
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Single bit, $14.50; double bit, $19.59, bage 
weights. 


Brads.—The demand for brads con- 
tinues very good considering the con- 
dition of other items carried by the 
hardware dealer. Jobbers’ stocks are 
well assorted. Prices show no change. 

We quote from local jobbers’ stocks: 
Brads in bulk, 70-10 per cent; in packages, 
70 per cent. 

Bolts.—The demand for bolts of all 
kinds continues more or less _indiffer- 
ent. Orders being received are for 
very small numbers of bolts and the 
total volume is below the average. 
There has been no further change since 
last report. 

W» quote from local jobbers’ stocks 
Small carriage bolts, 50-10 per cent; large 
carriage bolts, 50 per cent; small machine 
bolts, 60-5 per cent; large machine bolts, 
55 per cent; stove bolts, 75 
screws, 60 per cent. 

Eaves Trough, Conductor Pipe and El- 
bows.—Sales of eaves trough, conduc- 
tor pipe and elbows continue of very 
good volume, especially for the hard- 
ware dealer who is in a position to 
place this material on the building, 
There has been a further slight reduc- 
tion in prices. 

We quote from local jobbers’ stocks: 


Eaves trough, 28 gage, 5 inch lap joint, 
single bead, $5.00 per 100 feet: 3 inch con- 
ductor pipe. 28 gage, corrugated, $5.10 per 
100 feet; elbows, 3 inch corrugated, $1.63 
per doz. 


Files—The total volume of file 
sales runs very small, and is far below 
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Paint Material Prices as Quoted in New York—Aug. 8, 1921 
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normal. This is due to lack of demand 
from factories which are now practi- 
cally closed. There has been no fur- 
ther change in price since last report. 


We quote from local jobbers’ stocks: 
Nicholson files, 50-10 per cent from list; 
Arcade, 60-10 per cent from list. 

Galvanized Ware.—The demand for 


galvanized ware continues very small, 
and the amount of business done is be- 
low the average. Jobbers’ stocks are 
ample to meet any demand likely to 
develop. Prices show no change since 
last report. 


We quote from 
Standard No. 1 


local 
galv. 


jobbers’ 
tubs. $6.70 per doz.; 





No.2 galv. tubs, $7.55 per doz.: No. 3, $8.80 
per doz.; heavy galvanized No. 1, $18.00 
per doz.; No. 2, $20.50 per doz.; No. 3, 
22.80 per doz.; Standard 10 quart galv 
pails, $2.35 per doz.; 12 quart, $2.60 per 
joz.; 14 quart, $2.90 per doz.; 16 quart 
heavy galvanized stock pails, $4.59 per 


loz.; 18 quart stock pails, $5.10. 

Glass and Putty—From a hardware 
dealer’s standpoint there is very little 
demand for either glass or putty, as 
the bulk of the business comes in the 
fall and early winter. Prices show no 
change since last report. 


We quote from local jobbers’ stocks: 
Single strength, &0 per cent: double 
Strength window glass. 82 per cent Com- 


mercial putty in bladders, $4.10 per cwt 
Hose.—Because of the lateness of the 
season the demand for hose is falling 
off, rapidly, and in a few weeks jobbers 
will be taking orders for next spring 


delivery. Prices remain as quoted 
earlier in the season. 

We quote from local jobbers’ stocks 
ompetition :-in., 3-ply, lle, per ft.; a 
ply, rubber, %-in., 14e. per ft.; %-in., cot 
on, 121 ner ft 


lee Cream Freezers.—Taken as a 
whole the demand for freezers this sea- 
son has been very light, ‘although there 
was a fair volume during the recent 
extremely hot weather. Prices remain 


the same as quoted early in the season. 





quote from local jobbers’ stocks 

Mountain, 1 qt., $3.40; 2 qt., $4.00; 

$4.6 1 qt., $5.80; 6 qt., $7.25; 8 at., 

; ". Acme freezers, 2 qt., $11.50 per doz.; 
qt., $19.75 


i> ner 


I doz. 
Lawn Mowers.—Owing to the late- 





stocks: ? 


ness of the season the sales of lawn 
mowers from this time on will be very 


light. The prices on mowers remain 
the same as the early spring quota- 
tions. Indications are a reduction will 
be made for orders for next season. 
We quote from local jobbers’ 
Philadelphia lawn mowers, 
and L, at 25 per cent from list 
ball-bearing, at $9.50 each. 
Nails.—The demand for and the sales 
of nails continue to improve as the 
building season advances. There are 
sufficient stocks in the hands of deal- 
ers and jobbers to take care of any 


stocks 
styles C > 


Riverside 


demand. Prices remain as last quoted. 

We quote from local jobbers’ stocks 
Standard wire nails, $3.85 base cement 
coated nails, $3.25 base 


Paper.—The sales of building paper 
are improving along with improved 
building conditions and should show 
greater improvement from this time on 
as buildings under construction near 
completion. Price shows no change. 

We quote from local jobbers stocks 
No. 2 tarred felt, $2.95; threaded felt, $1.78 
slaters’ felt, $1.39; No. 20 red rosin pape 
ike. per roll: No. 25, 60c. per roll; No. 36 


i2c. per roll. 
Rope.—The demand for rope is not 
up to the usual volume at this season 
of the year. Jobbers’ stocks are not 
heavy but are well assorted. Prices 
show no further change. 

We quote from local jobbe 


stocks 


Pure Manila rope, 17%4c. per Ib. base; pure 

sisal rop, 14%c. per lb. base 
Sandpaper.—The demand for sand- 

paper continues of fair volume. The 


total amount of sales do not come up 
to normal, however. Prices 
change since last report. 


show no 


We quote from lIccal jobbers’ stocks 
Best grade No. 1 at $7.20 per ream: sec 
ond grade No. 1 at $6.50 per rean No. 1 
Garnet paper at $15 per ream 


Sash Cord.—This item shows a grad- 
ual improvement in sales as building 
construction nears completion.. Job- 
bers have a good stock. There has 
been a slight increase in the price pre- 
viously quoted on ordinary braided 
cord. 


We quote from ‘local jobbers’ stocks 


Silver Lake, No. 8&8 65 cents per Ib 
ordinary braided cotton cord No. 8,.33 cents 
per lb. 


Sash Weights.—There is a gradual] 


improvement in the demand _ for 
weights, which will reach its peak 
later in the season. Prices show no 


change since last report. 

We quote 
per cwt 

Screws.—The demand for screws is 
way below the average at this season. 
Jobbers’ stocks are well assorted. 
There has been a further readjustment 
of prices since last report. 


from local jobbers’ stocks, $2.30 


We quote from lecal obbers stocks 
Flat head bright screws, 80 per cent: R. H 
blued screws 75 per cent flat ead 
japanned screws, 70 per cent: F. H. brass 


screws, 72% per cent: R. H. br 
‘0 per cent 

Solder.—The demand for solder is 
still showing a decided lack of interest. 
This has resulted in a further decline 
in price. 


ass screws 


We quote from local jobbers 
Half and half sold 2 ents per ll 
Steel Sheets—The market for steel 
sheets remains extremely dull with 
very little prospect for improvement. 


There has been a further reduction in 
price of sheets since last report. 


We quote from local jobbers S S 
28 gage black sheets $4.50 Der . @ 
gage galvanized sheets, $5 1 


Tin Plate.—The demand for tin plate 
continues of very small volume as it 
has throughout the entire year. Prices 
show a further decline since last report. 


We quote from local jobber tocks 
rl e coke 1CL, 20 x 28. 817.0 Roof 

IC, 20 x 28, 8 Ib. coat ne $1 0 ner 
Washers.—The demand for washers 


ntinues very light, in line with de- 
ind for bolts. stocks are 
ple. There has been a heavy decline 
in price since last report. 


Jobbers’ 


quote from local obbers stock 
vrought steel, $6.45 per cwt ? 
rh steel, $6.00 per 


ewrt 


Wheelbarrows.—The demand for bar- 


rows 18 not up to the usual volume at 


90 


this season of the year. Prices remain 
as last quoted. 


We quote as follows: Fully bolted, $38 


ger doz.; tubular steel No. 1, $6.60 each; 
garden wood barrows, $5.40 each. 

Wire.—The sales of wire continue 
rather light at the present time. Job- 
bers’ stocks are well assorted and large 
enough to meet expected demand. 
There have been further reductions in 
prices since last report. 

We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80 rod spools, 
$3.30; galvanized cattle wire, $3.66; painted 
hog wire, $3.47; galvanized hog wire, $3.91; 
plain black annealed fence wire No. 9, 
$3.60; plain galvanized annealed N« 9, 
$4.10. 


The Little Store 


(Continued from page 69) 
used by masons, plasterers, 
cement workers, and 


tools 
brick layers, 
allied trades. 


Bright Lights That Bring Business 


Freyman believes that electricity 
is the cheapest kind-of advertising 
and keeps his store display windows 
brilliantly illuminated. The show 
window is kept lighted all day and 
at night up to midnight and lights 
are provided inside the show cases. 
The only time that the window and 
show case lights are not turned on 
during business hours is during the 
hot summer days when they are 
turned off because of the heat. Frey- 
man says that he keeps the window 
lights on in the day time because 
they attract attention, just the same 
as attention is attracted to an auto- 
mobile that is met running along the 
highway in broad day light with the 
lights turned on. 

The store has one outside electric 
sign bearing one word “Freyman’s” 
and on the interior two electric signs 
are always kept lighted. One of 
these reading “Electrical & Hard- 
ware Department” is located above 
the stairs at the back of the store 
leading to the basement, and a per- 
son entering the store cannot fail 
to see the sign. The other electrical 
sign, which was prepared especially 
for Freyman’s store, advertises a 
line of saws. 


Show Card Writing 
(Continued from page 71) 
of the brush. The absence of the 
feel of touch or contact with the 
cardboard surface is very confusing. 
The inability to keep the point of the 
brush in proper shape so it will re- 
tain a uniform width of stroke all 
the way through. This is the reason 
that only regular Red Sable show 
ecard brushes should be used which 
are made purposely for single stroke 
work. 
Show card writing is about the 


HARDWARE AGE 


most profitable business asset consid- 
ering the time spent in practising 
and money outlaid for supplies than 
any side line the hardware salesman 
may take up. 

What to Buy 

As a suggestion for those who do 
not know just what to purchase in 
reference to a practical outfit the 
following items are recommended: 

Six Red Sable show card brushes, 
Nos. 3, 5, 7, 9, 10 and 12; 

Two dozen lettering pen points 
(assorted), Nos. 1, 2, 3, 4 and 5; 

Six ordinary pen holders, for let- 
tering pen points; 

Three two-ounce jars of show card 
ink, black, red and blue; 

One T-square or yard stick; 

One piece of Artgum an eraser; 

A few sheets of cardboard and a 
copy of HARDWARE AGE and a will 
to devote a few hours every week to 
practice. 

The most expensive part of this 
outfit will be the Red Sable brushes. 
At the most the whole outfit should 
not cost more than a five-spot. 

HARDWARE AGE will be glad to fur- 
nish names and addresses of show 
card supply houses upon request. 


Group Meetings at Convention 
(Continued from page 72) 

and other manufacturers who are 

present at the conventions, will be 

welcome,” Secretary T. James Fern- 
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ley says, “to attend meetings of © 
groups in which they are inter.” 
ested.” 

Both the morning and afternoon © 
sessions Wednesday, Oct. 19, will 
be of an executive nature. ; 

Wednesday evening, Oct. 19, at g | 
p. m., will mark the formal opening © 
of the Automobile Accessories Ex. 
hibit on the “Million Dollar Pier.” ~ 

Thursday morning, Oct. 20, will” 
be given over to a meeting of actiye © 
and associate members of the Auto-— 
mobile Accessories Branch of the © 
association, and the entire after” 
noon of that date will be devoted to | 
the exhibit. The program for Fri-- 
day, Oct. 21, will be identical to” 
that of Thursday’s, and the last day” 
of the convention will be devoted” 
wholly to the big accessories ex- © 
hibit on the “Million Dollar Pier.” 

A record attendance is already” 
being planned for and Secretary” 
Fernley advises that hotel accom” 
modations should be made as early 
as possible. 


William Adamson, president and di- 7 
rector, and W. B. Adamson, director of 
the Baeder Adamson Co., Philadelphia, 
Pa., have resigned from the manage ~ 
ment and retired absolutely from the ™ 
company, having sold out their hold = 
ings to Boston interests. Before the im 
corporation of this company in 1919, 
the business was known as bel 
Adamson & Co., a partnership consi 
ing only of William and W. B. Adamson, 
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Place, 


The time to meet your customers 
Is—when they first come in; 

It’s up to you to greet each one 
And each new sale begin. 

The first impression counts for much, 
And when you plainly show 

In each an interest personal, 
Your sales are bound to grow. 


Do not intrust to any clerk 
The place you fit the best;: 


Time and the—Man 


The place to meet your customers 
Is not some hidden spot 
Behind some cold official desk, 
Where they may see you—not; 
But—right up front—where all may see 
That you are on the floor— 
The place to greet your customers 
Is—right up by the door. 
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The job is yours to “push” each sale— 
Your clerks can “do the rest.” 

Make friends and learn the names of all 
Who enter in your store; 

The time—is when they first come in; 
The place—is at the door. 


WILLIAM LUDLUM. 














